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Azrock creative styling helps sell for you. Good example: 


ROMAN STONE 


embossed vinyl asbestos floor tile 


The best of both worlds is yours—and your home 
buyer's—in floors of Roman Stone vinyl asbestos 
tile by Azrock. The sales appeal of ancient random 
stonework is combined with the low cost of 
modern vinyl asbestos tile. Embossing conceals 
dents and subfloor irregularities. Installation is fast 


and economical. And infinitely varied floor de- 
signs are possible straight from the carton! Start 
putting more sales appeal in your houses... with 
floors of Azrock's Roman Stone. In four natural, 
prospect-pleasing colors; 12" x 12" size, 1/16" 
gauge. Striking Roman Stone is available now. 


® 
an original floor styling by Az ROCK 


Nationally advertised in Better Homes and Gardens, House Beautiful, House and Garden and others. 
For free samptes, write Azrock Floor Products, 520 Frost Building, San Antonio, Texas 78205. 
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VE-937 Via Veneto 


VE-936 Greco Sand 


VE-938 Vatican 


329 ideas for matching new 
Republic CRYLCOAT Windows 
to building materials! 


Our new Color Harmony Chart was prepared by The Glidden 
Company, nationally known color authority. In it you'll find ideas 
for matching new CRYLCOAT Windows, and their 18 standard colors, 
to present building materials. 

CnvLcoAT Windows have a thermosetting acrylic finish baked 
on for longer life. A finish that won't fade from sun, wind, or 
weather. And we still scour each window with a five-stage phospha- 
tizing process before CRYLCOAT colors go on. Rust and corrosion 
never really have a chance to start. 

Our 18 colors are the ones architects preferred. Colors that work 
for you. With a finish that won't work against you with the 
passing years. 


«Ec, MANUFACTURING DIVISION 


REPUBLIC STEEL CORPORATION 
Youngstown, Ohio 44505 
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*A Trademark of Republic Steel Corporation 


NEWS 


NAHB convention: Builders throw away the crying towel 


Instead of a wake, NAHB presented a wake- 
up show at its annual Chicago convention 
last month, What was expected to be a 
tone of somberness turned out to be one of 
sober determination. 

On policy, the builders resolved to pursue 
reforms to keep housing from ever again 
becoming the nation's economic yo-yo. 

On marketing, manufacturers unveiled 
new concepts that should put housing well 
on the road to getting a bigger share of the 
consumer's dollar (story below). 

On the future, builders predicted an un- 
precedented rebound in housing starts to 2 
million units in 1968. "My biggest job is to 
stay in business two years till that happens," 
remarked one builder. 

Housing goals. nans is banking on a 
new "housing goal" program to keep home- 
building from ever again being caught in an 
economic nutcracker of the 1966 variety. 
NAHB leaders vowed to draw upon the best 
estimates of manufacturers, lenders, and 
realty men to establish a national target for 
new housing production each year. 

The industry would then work to have 
all levels of government adopt this goal— 
on the assumption that officials would not 
then take economic action to let home- 
building fall short of the mark. 

In seeking a privately established goal. 
NAHB shied away from endorsing a bill by 


Sen. J. W. Fulbright (D., Ark.) requiring 
the President to establish and announce a 
housing goal in his annual economic mes- 
sage to Congress. Housing men feared 
that letting officials establish a national goal 
unilaterally could lead to government-en- 
forced quotas for public housing or to cut- 
backs of the 1966 magnitude without con- 
sultation with private industry. 

To achieve future housing goals, NAHB 
said coordination of federal monetary and 
fiscal policy is "essential" The builders 
blamed the 1966 credit squeeze squarely on 
the Federal Reserve Board's unilateral tight- 
ening of money to fight inflation while the 
Johnson Administration's fiscal weapons: 
taxes and spending—remained largely on 
the sidelines. "Any governmental action 

. must equally restrain all segments of 
the economy," said NAHB. 

To this end, the builders urged the 
President to create a fiscal and monetary 
policy board, representing all major federal 
agencies, to "consider the equity of any 
proposed monetary or fiscal actions." And 
NAHB asserted, "The public interest de- 
mands the highest priority for homebuild- 
ing." 

Buy now.“ The second half of NAHB’s 
formula to terminate the housing downturn 
is an aggressive Buy Now’ campaign." 

“Its raining and we've found the leak," 


incoming NAHB President Leon Weiner told 
the conventioneers. “The way to fix it is 
through the ‘Buy Now’ campaign." 

Hence NAHB festooned Chicago's Mc- 
Cormick Place with green-and-black ban- 
ners (photo) and passed out thousands of 
promotion kits and brochures with this 
message to customers: “Buy now—and the 
increased valuation in both house and land 
will be your gain and not your loss.” 

Several dozen NAHB locals had already 
started ad campaigns boosting the Buy 
Now’ theme, and initial reports indicated 
it is attracting more prospects to model 
homes. But solid sales results still appear 
spotty; many builders report customers are 
growing increasingly cautious because of 
tight money talk, some of it the result of 
NAHB's lobbying activities. 

One builder said the campaign has 
brought out eager prospects, but "deal after 
deal is lost every day when it gets down to 
how much the buyer is going to lose in re- 
selling his present house." That knotty 
problem has vexed builders all year, and 
at convention-end a joint task force, led by 
Marketing Consultant David Stone of Mill- 
brae, Calif., began work on a national net- 
work of local trade-in programs aimed at 
the transferee market. NaHB, manufac- 
turers, and the National Association of 
Real Estate Boards are sponsoring it. 


Sidelights: Exit the product house, enter a mobile home 


Redman Industries of Dallas became the 
first mobile-home maker to exhibit at an 
NAHB exposition. Its display: a 12" x 524” 
plywood vacation model with a redwood 
deck (below). Some 300 builders an hour 
trooped through the mobile home, attracted 
by the sale price (about $5,000) and by a 
claim that installation takes four men only 
eight hours. 


^Where's all the steel?’ 


That searching question came from U.S. 
Steel President Roger Blough, a convention 
press conference was told, after he toured 
Ryan Homes' Projection '70 model house 
in Pittsburgh. 


MOBILE HOME MAKER showed vacation house. 


Why did he ask? Because Big Steel had 
gone to a lot of effort and expense to pack 
the model with 6½ tons of steel. 

The steel was there, all right, replied his 
tourguide, uss Residential Marketing Man- 
ager Bob Ritchey—in exterior siding, doors, 
room dividers, in fact, almost everywhere. 
But instead of promoting the model as a 
steel house, Big Steel (along with the other 
70 manufacturers who helped Ryan design 
Projection 70) concentrated on helping 
the builder provide a final product—the 
house—to satisfy basic customer desires. 

"It's obvious the material itself doesn't 
have to be the focal point any longer," ob- 
served Ritchey of Ryan's 10% sales gain. 


“BUY NOW’ BANNER adorns directors’ session. 


Barba wins run-off 


On a dramatic second ballot, Builder Lou 
Barba of Chatham, N. J., emerged as 
NAHB's vice president-secretary for 1967, 
victor by five votes in the race for the low 
rung on the association's leadership ladder. 
In a three-way fight, George C. Martin of 
Louisville was eliminated by a scant 31 
votes on the first ballot. Then Barba bested 
J. S. (Mickey) Norman of Houston. 

As expected, NAHB advanced Leon 
Weiner of Wilmington, Del., to the presi- 
dency, Lloyd E. Clarke of Des Moines to 
first vice president, and Eugene Gulledge 
of Greensboro, N. C., to vice president- 
treasurer. 


Photos: HGH Staff 
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included Japanese booth. 


HOUSE & HOME 


What Kwikset can do 
for a sales-minded, 
profit-conscious builder. 


E is America's largest-selling residential 
lockset. The right to make that statement is 
the result of more than two decades of producing 
locksets of superior quality and premium value. 
In today's highly competitive housing market, 
the little details are even more critical. Kwikset 
understands the builder's problems, knows how 
to create products that will help to increase 
profits. Even a little bit. Here's what we mean: 
Kwikset puts the premium 
on quality, not price. 
In short: Value. Kwikset 
gives you more value per 
dollar than any other lock- 
set. Compare Kwikset, fea- 
ture by feature, with every 
competitive lockset in the 
same price bracket. 

You will see proof that 

Kwikset gives you more. 
More quality, more per- 
formance, more beauty. 
More value. 
Kwikset locksets install faster, easier. Whether 
you are building five homes or 500, hardware- 
installing time mounts up. By using fast-installing 
Kwikset locks, you save money, increase profits. 
Kwikset locksets eliminate call-backs. Because 
of Kwikset's troublefree performance, you no 
longer have to worry about expensive, time- 
consuming call-backs. The less complicated the 
mechanism, the less chance for breakdown. 

Kwikset locksets have only three precision- 
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engineered components. They are simple yet 
rugged. And they are guaranteed. 
Kwikset gives beauty plus performance. Door- 
knobs can no longer be just pieces of hardware. 
Homebuyers today demand more beauty in 
everything. Even doorknobs. Kwikset's *400" 
Line now has eight distinctive knob designs, en- 
trance handle sets, and a score of decorative 
trim rosettes styled to every taste. 
This design variety is 
enhanced by an array of 
superb finishes, including 
the rich, new etched and 
antique. Kwikset will com- 
plement the beauty of the 
homes you build. 
Thesearejustafew of the 
reasons why Kwikset is the 
leader in locksets. And they 
are afew of the reasons why 
more of the nation’s promi- 
nent builders buy Kwikset 
than any other lock. 
The new Grecian knob design and matching 
trim rosette shown here exemplify Kwikset's 
beauty and styling. The Grecian is created ex- 
clusively in antique brass, bronze, and nickel. 


Awikset DK /otksets 


America's Largest Selling Residential Lockset 


Kwikset Sales and Service Company Anaheim, California A Subsidiary of Emhart Corporation 
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Builders rally for campaign to tap new mortgage sources 


And NAHB's Chicago convention developed 
a strong consensus on how to do it. 

Builders and mortgage experts agreed 
that three immediate goals are imperative: 

© Formation of a central mortgage bank 
perhaps a reorganized FNMA—to buy and 
sell standardized conventional loans. 

e A new bond, debenture, or certificate 
to replace the mortgage and sell competi- 
tively in today’s money market. 

e A nationwide drive to bring pension- 
fund money into home mortgaging. 

These aims imply a complete reexamina- 
tion of the basic mortgage structure and a 
virtual revolution in home financing. But 
half a dozen speakers warned that build- 
ers must embrace one or all of them if hous- 
ing is ever to escape its role as a periodic 
victim of tight money. 

So efforts to achieve all three goals are 
under way. President-elect Leon Weiner 
of NAHB will make a national tour to solicit 
support for the housing industry's new pro- 
duction goals, and as part of the effort he 
will seek backing for various long-range 
methods of tapping new money sources. 

Mortgage bank. The builders met one 
week after the American Bankers Assn. had 
urged that banks get together with com- 
petitors to establish a private secondary 
mortgage-market facility. 

Economist Oliver Jones of the Mortgage 
Bankers Assn. suggested one way to finance 
such a facility—a 1% charge on the $23 
billion in new mortgages written annually. 
Southern California's mortgage expert. 
Milt Gordon, proposed an NAHB drive to get 
$500,000 from each product manufacturer. 

But the builders rejected a private facility 
as vulnerable to fluctuations of the money 
market. The NAHB directors asked instead 
that FNMA be modified to trade in all loans, 
conventional and insured. 

Mortgage bond. It was Economist 
Jones who led the convention appeal for a 
new mortgage. 

“In the wildest days of competition for 
money in the 1920s,” he said, “mortgaging 
stayed in the game because there was a 
mortgage bond. 

“You simply must develop an instrument 
that stands in the stead of mortgages and 
can compete with corporate issues and with 
federal paper coming into the money mar- 
ket at 6% and 614%.” 

John G. Heimann, a New York invest- 
ment banker (Smith, Barney & Co.) who 
advises the Department of Housing and 
Urban Development for $100 a day, was 
more specific. 

“Let’s adapt the mortgage to be issued 
as a bond,” he told the convention’s finan- 
cial panel. “If money eases tomorrow, it 
will tighten on you some other time unless 
you get away from your reliance on tradi- 
tional forms of savings flow.” 

Pension Funds. Executive Officer Bill 
Leonard of the Greater East Bay HRA 
urged NAHB to convert his builder group’s 
successful pension-fund drive in California 
to a national campaign. 

Leonard said private, non-insured pen- 
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sion funds have $85 billion in assets, with 
only 5.8% of that in mortgages. He asked 
NAHB to set a two-year goal of 25% for 
all major private funds. 

Financial Vice President John Schlick 
of U. S. Plywood (New York) called on 
materials producers to form a corporation 
that would borrow from the pension funds 
and then purchase loans with the proceeds. 

Word of caution. Builder Ben Deane of 
California said more builders could reach 
the pension funds if the housing industry 
were to devise a system under which FHA 
or some private agency could readily insure 
the loan on any house that met general 
construction standards. 

"We need pure insurance without the 
technical standards of FHA,” he said, adding 
that red tape now makes it impossible for 
most builders to use FHA. 

Deane's proposal would help standardize 
conventional loans, and mortgage men es- 
timate that it would eliminate much of 
FHA's paperwork on government loan in- 
surance. They compare the proposal to the 
system used by a private mortgage insurer, 
the Mortgage Guaranty Insurance Corp., 


which relies on local lenders to police the 
quality of houses, make sure new homes 
meet local building codes, and to certify 
minimal quality. 

The experts also pointed out that FHA's 
certified agency program for remote areas 
has for years allowed local appraisers to 
approve housing for loan insurance. FHA 
has had some difficulties with the program, 
but on balance it has worked. 


President frees $750 million 
to revive housing industry 


President Johnson, acting at the urging of 
outgoing NAHB President Larry Blackmon, 
has freed $250 million of FNMA's special- 
assistance funds and directed the Home 
Loan Bank system to advance $500 million’ 
to savings and loan associations to expand 
home lending. 

The $250 million lets FNMA buy mort- 
gages on 15,000 new houses at $15,000 in 
most states, $17,500 in a few high-cost areas 
and $22,500 in Hawaii, Alaska, and Guam. 
FNMa will allow only 10 commitments per 
builder. The $500,000 will finance loans 
on 25,000 houses at an average of $20,000. 

The San Francisco district gets the 
largest share—20.6%—of the $500-mil- 
lion s&r fund. Each of the 12 Home Loan 
Bank districts receives a percentage, based 
on its savings capital. Boston gets 2.896, 
New York 10.4, Pittsburgh 4.8, Greens- 
boro, N. C., 14.6, Cincinnati 9.5, Indian- 
apolis 5%, Chicago 11.3, Des Moines 6, 
Little Rock 7.2, Topeka 4, Spokane 3.8. 


HOMEBUILDER's MORTGAGE MARKET QUOTATIONS 


Reported to HOUSE & HOME in week ending December 16. 


FNMA 
Scdry. Mkt.xy Fig Sec. 203b. FHA Conventional Loan Rates Construction 
FHA-VA Discount paid by builder 207 Comm. Savings Savings Loan Rates 
Up to $17,500 Min.-Down* Apts. banks, banks, banks, 
Used or New 30-year Immed.v Firm Ins. Cos. S&Ls S&Ls Interest-|-fees 
City 8% 8495 | 15% 80% Over 80% | All lenders 
Atlanta 8 ee ORTH AIA eee 
Boston fen [72] [78] a 612-634 --1-134 
Chicago GA a GA [71 6%-7 TER 
Cleveland Se a 8-554 65-864 7412 T-A-F1-2 
Dallas 8 a 64-64 6A- T2 7H 
Denver 6 a 6% 64-7 Lp THI 
Detroit Su a 646% — 8-7 ? THI 
Honolulu 6 a Th TAT a T-8413 
Houston 6 a 64-7 TTA TIA TF2 
Los Angeles [j a 64-7 84-4 b 6157-4 :14-3 
Miami ê 2 a 7 64-7 a TE-A 
Newark 5 10 | 6+1 641 b 743 
New York 5 10 6X2  6+3andup b [ES 
Okla, City 6 a 84-85; 5897 57 PI 6%-2b | 64-742 
Philadelphia b a 65 7 7 X29 
San Fran. 6 a [UST EA b II 
St. Louis 6 a [2:71 6-7 a 815-74-1-2 
Wash., D.C. 55 10-12 |6-H4-69 — 6-4-6b — 6&-H4-6b | 64-74-23 


* Immediate covers loans for delivery up to three months, future 
covers loans for delivery in three to twelve months. 

* Quotations refer to prices in metropolitan areas, discounts may 
run slightly higher in surrounding towns or rural zones. 

* Quotations refer to houses of typical average local quality. 

* 3%, down on first $15,000; 10% of next $5,000; 257, of balance, 


Footnotes: a—no activity. b—limited activity. c—Net yield to 
investor of 6% mortgage plus extra fees. w—for comparable VA 
loans also. x—FNMA pays % point more for loans with 10%, 
y—discounts quoted are net after seller pays 4% marketing fee 
and % adjustment for stock purchase, Seller must pay 1% of 
mortgage for stock calculated in $130 units, of which $30 is contri- 
bution to FNMA capital and $100 is for a share trading at about $62. 


Sources: Atlanta, Robert Tharpe, pres., Tharpe. & Brooks Inc.; 
Boston, Robert Morgan, pres., Boston A savings Bank; Chicago, 
Robert H. Pease, pres., Draper & Kramer Inc., and Robert H. Wilson, 


pres., Percy Wilson Mortgage & Finance Corp. Cleveland, David E. 
O'Neill, vice pres., Jay F. Zook, Ing.; Dallas, M. J. Greene, pres., 
Southern Trust & Mortgage Co.; Denver, Clair A. Bacon, pres., 
Mortgage Investments Co.“ Detroit, Sherwin Vine, vice pres., 
Citizens Mortgage Co.; Honolulu, H. Howard Stephens: 
Bank of Hawaii; Houston, Everett Mattson, vice pres., 
Co.; Los Angeles, Christian M. Gebhardt, vice pres., Colwell Co.; 
Miami, Lon Worth Crow Jr., pres., Lon Worth Crow Co,, Newark, 
William W. Curran, vice pres., Franklin Capital Corp.; New York, 
John Halperin, J. Halperin & Co.; Oklahoma City, B. B. Bass, pres., 
American Mortgage & Investment Co.; Philadelphia, Robert S. 
Irving, vice pres., First Pennsylvania Banking & Trust Co.; St. 
Louis, Charles A. Keller, vice pres., Mercantile Mortgage Co, San 
Francisco, John Jensen, vice p Bankers Mortgage Co. of Cali- 
fornia; Washington, James C. Latta, sr. vice pres., Associated 
Mortgage Cos. Inc. 
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Heres one 
freezer- 
refrigerator 
that can 
warm up 


a kitchen 


And warm up sales, too! 


The new Admiral Decorator Duplex freezer/refriger- 
ator puts all the warmth of real wood textures into 
the kitchen. 

It's a sure way to make your entire home or apart- 
ment stand out and catch your prospect's eye the 
moment she enters the kitchen. And there's a size 
to fit every builder's needs! 

The mouldings are conveniently installed and 
easily fitted with any choice of wood grain or tex- 
tured panels on the market. Here's remarkable new 
design flexibility for you! 

The Admiral Duplex is the Number 1 side-by-side 
freezer/refrigerator. A full 20 cubic feet of storage 
space, only 33 inches wide! And it has a clog-free 
forced-air condenser for service-free reliability and 
complete built-in installation. Available in four — — — — — 
models: 20 cu. ft. (33" wide), 22 cu. it. (3534" : : cy 2 
25 cu. ft. (41" wide) and 30 cu. ft. (48%4" 


white, avocado, copper bronze, halo beige, yellow L4 
and brushed chrome. mra 
The famous Admiral Dual Temp (refrigerator with o 


top-mounted freezer) also comes in a choice of 


sizes, in white or decorator colors. 

For specifications on all Admiral products, includ- E ex 
ingair conditioners, ranges, disposers, dishwashers, d 
call your nearest Admiral Distributor or write: 

FREEZER[REFRIGERATOR 


BUILDER SALES DIVISION 
Admiral Corp., 3800 Cortland St. 
Chicago, Ill. 60647 
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EVERY 2 MINUTES 
^W 1€ FLAMELESS ELECTRIC 
ANG GOES INTO 
ANOTHER NEW HOME. 


GET YOUR SHARE OF 
mis PROFITABLE MARKET. 
P ADD EXTRA SALES APPEALS, 
SPEED CONSTRUCTION, TOO. 


SEE YOUR 
ELECTRIC UTILITY 
7 


QUICK! 


THIS GOLD MEDALLION identifies a home 
where everythings electric, including the 
heat. It gives you & great selling edge for homes 
of every size, every style. every price bracket. 
Ask your electric utility company about 

the Gold Medallion Home Program. 


LIVE . BETTER ELECTRICALLY 


Edison Electric Institute 
750 Third Avenue, New York, N.Y.10017 
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Stan Baughman walks out on an old girl friend 
named Fanny Mae—she has changed, it seems 


Buffeted by the cruel winds of housing- 
agency politics and disenchanted with the 
government's role in home finance, FNMA's 
president has retired a full year before the 
mandatory age of 70. 

His exit casts doubt on the future success 
of the government's sales of "participation 
certificates," the new debt instruments that 
permit federal agencies to sell debts—often 
of questionable value—to private sources 
with a government guaranty against loss. 

Speculation about a successor centered 
on Baughman's top deputy, Harry Gilbert. 

Awards and an image. At 69 (Jan. 1) 
the universally respected James Stanley 
Baughman (pronounced BOCK-man) has 
headed the government's quasi-private 
mortgage-buying facility, the Federal Na- 
tional Mortgage Assn., for 16 years. He 
won President Kennedy's award for dis- 
tinguished federal civilian service and the 
Rockefeller public-service award for ad- 
ministration, both in 1962, and last year 
House & Home recognized him as one of 
the housing industrys Top Performers 
(n&H, Nov.). 

Baughman was the most important finan- 
cial personality in housing in 1966, a tight- 
money year in which his agency became 
a primary market for FHA-VA mortgages 
that could not find private buyers. He 
bought $1.8 billion worth of loans in the 
first ten months. 

But Baughman grew increasingly restive 
under the additional load of $3.2 billion in 
financing assigned to FNMA via the notori- 
ous PCs, authorized by Congress in the 
Participation Sales Act of 1966 (News, 
July). Aides said Baughman, who had over 
the years become the very symbol of inte- 
grity in government financing, felt his 
image was being used to lend a specious 


FANNY MAE's BAUGHMAN 
So long—nice knowing you 


respectability to the PC scheme. 

Spending and politics. Baughman was 
also known to be unhappy with the housing 
industry's action in forcing a $4.7-billion 
mortgage-purchase program through a 
compliant Congress during the tight-money 
days of August. He wrote a letter opposing 
the program but did his best to support it 
after the President endorsed it. 

The reorganization of the old HHFA 
relegated FNMA, the most important agency 
in housing in 1966, to lower-echelon 
status. FHA Commissioner Phil Brownstein 
became, by law, the assistant secretary for 
mortgage credit, and housing executives 
had expected Baughman to win the post of 
deputy assistant secretary. The job went 
unfilled. 

Baughman decided on retirement last 
summer but postponed the announcement 
until the NAHB December convention. His 
"Dear Bob" letter to Housing Secretary 
Robert C. Weaver ran to two cryptic para- 
graphs. 


Personalities: Cortese leaves Chicago market 
as Levitt enters; K&B drops d3 loans 


California Builder Ross Cortese, whose 
roaringly successful Leisure World retire- 
ment colonies set the trend for adult com- 
munities, on the eve of the NAHB conven- 
tion abruptly “postponed” a planned 
Leisure World west of Chicago. 

Chicago builders said his 3,400 acres 
were for sale, and that report set off rumors 
that Cortese’s Los Angeles banker had re- 
fused new financing. Both the bank 
("We're not worried") and Rossmoor 
Corp. financial Vice President James Rig- 
ney spiked that rumor. But LA sources did 
verify the layoff of an unknown number of 
Rossmoor personnel. 

Even as Cortese pulled back from the 
Chicago market, Long Island's Levitt & 
Sons unveiled plans to build on 1,400 lots 
in Buffalo Grove northwest of the city and 
11 miles from Cortese's tract, its first foray 
into Chicago. 

President Eli Broad of Kaufman & 
Broad, an early and big user of rHA's Sec. 
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221d3 submarket 3% loan program, 
startled a convention panel scheduled to 
praise the program by announcing that 
K&B would "take a vacation from the d3 
program." He said five changes made by 
local offices in the last year limit its prof- 
itability. FHA Commissioner Phil Brown- 
stein, a panel member, sat unsmiling but 
made no rebuttal. 

From San Francisco came word that 
veteran Builder Joseph Eichler had quit 
Eichler Corp., the company he founded in 
1947, to form a new homebuilding concern, 
J. L. Eichler Associates. Last fall Eichler 
fought a brief but bitter battle with adman 
Charles Parr Jr. for control of Eichler 
stock (News, Nov.). Parr, meanwhile, 
said Eichler Corp. was buying Palomar Oil 
& Refining to diversify. 

And at convention's end, New Orleans 
realty man Sam Recile, renovator of many 
French Quarter apartments (H&H, Aug. 
'65), sought bankruptcy court protection. 


Washington serves notice 
it will police local zoning 


The Johnson Administration has taken a 
tough stand in forcing local governments to 
hew to comprehensive planning. 

A year ago Congress began insisting that 
local governments follow area-wide plans 
if they wanted to collect federal grants for 
water and sewer lines, open space and 
parks, and similar community facilities. 
But only last month did it become clear how 
far Washington would go to enforce this 
new stance. The case in point was a local 
zoning tangle in the shadow of the Capitol. 

Montgomery County, home of most top 
Administration officials and one of the 
wealthiest counties in the nation, elected a 
new county council in November. But the 
week after election, the lame-duck council 
approved a series of rezoning applications 
so fast that even its own clerk couldn't keep 
up. Several of the rezoned sites transformed 
some 2,000 acres of greenbelt or open-space 
into commercial or multifamily zones— 
contrary to the county's proposed but never 
officially adopted master plan. 

Newspapers and federal officials howled. 
The Agriculture Dept. withdrew a recrea- 
tion dam grant. And Interior Secretary 
Stewart Udall, whose department had been 
squabbling with the old council for years 
over development of the Potomac river- 
banks, characterized the lame-duck council 
members as tools of “a dreary little band 
of zoning lawyers and political fixers.” Then 
the Housing and Urban Development Dept. 
stepped in and halted the processing of 
eight open-space and water and sewer 
grants totaling $10.4 million. This action 
was unprecedented, since all the grants had 
received preliminary approval and none 
had been requested by Montgomery County 
itself. 

"We are aware, of course, that the 
actions of the council are not under your 
control" Assistant HUD Secretary Charles 
Haar said in letters to the three local units 
seeking funds—the State of Maryland, 
Maryland-National Capital Park and Plan- 
ning Commission, and City of Rockville. 

To compound the confusion, the newly 
elected county council has decided to re- 
view all the blitz-like rezonings, and a 
spate of lawsuits is expected to follow any 
reversals. 

Hup officials acknowledge the drastic 
potential of their decisions to act without 
any official notice that the local compre- 
hensive plan was being violated. “This 
means," said one, "that we are concerned 
about planning on something more than a 
theoretical level. Just to devise a plan is not 
enough; it must be respected by local 
authorities." 

Not everyone applauded. "There per- 
sists a feeling that the department [BUD] 
bas shot from the hip," editorialized the 
Washington Post. Noting HUD's refusal to 
relax its freeze while the new council 
reviewed the zonings, the Post added, “But 
if it insists on turning the thumb-screw 
while the council is sitting on these con- 
troversial cases, it may defeat its own pur- 
pose." 
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BY MOEN eo 


the totally new line of single-handle faucets 
specially designed and specially priced for builders 


For Lavatories 

Striking design to complement 
any bathroom decor! Just turn 
dial right or left for water 
mixture .. . lift or lower same 
dial for flow. Here's single-dial 
design and operation at its best! 


This is the line for your '67 models! Here are all the 
quality features made famous by Moen ... and here is a 
special design at a special price created specially for the 
builder market. CHATEAU by Moen gives you: 


* Famous single-handle action originated by Moen for 
homeowner convenience 

Quality construction for long, trouble-free life 

» Strikingly modern design 

e Full line with models for lavatories, sinks, tubs and 
showers 

e Priced to fit your budget 


™ 


STANDARD SCREW COMPANY / WESTERN DIVISION 
P. 0. BOX 280 - ELYRIA, OHIO 44035 
MOEN...PAMOUS FAMILY OF FINE FAUCETS FOR KITCHENS*LAVATORIES*TUBS/SHOWERS 
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For Kitchens 
CHATEAU lever-hanc kitchen faucet with 


ft, CHATEAU for single-hole mountir 
in faucet zn for a clean, uncl. 


For Tubs and Showers 
Matching design for your 
bath in a handsome, 
performance-proven 
tub/shower valve. 
Supplied with shower 
trim or as a tub/shower 
combination set. 


CHATEAU adds new sales appeal to your homes with 
single-handle convenience and fresh, new beauty... 
at a price you can afford. Get the CHATEAU story from 
your Moen representative soon. Let him show you what 
CHATEAU can do for you. 


MOEN . P. O. Box 280 

Elyria, Ohio 44035 

Please have my local Moen representative give me 
the complete story on CHATEAU . . . pronto! 


Address. 
City. State. chore 
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NEWS 


Selling open-space communities: a primer for profit 


Builders who still think they are selling 
only houses are falling ever farther behind 
in the race for the markets of the late 
1960s. 

That's the gist of a new, no-holds-barred 
report, Open Space Communities in the 
Market Place*, from the Urban Land In- 
stitute and NAHB. 

"In today's competitive markets,” all 
builders should also be "selling environ- 
ment," says the report, written by Market- 
ing Consultant Carl Norcross and based on 
a study by Norcross and the Sanford R. 
Goodkin Research Corp. of Los Angeles. 

But, the report points out, relatively few 
builders have capitalized on the new cus- 
tomer demand for well-planned, open- 
space communities (ie,, planned unit de- 
velopments). And even in some well- 
planned developments, marketing bobbles, 
graphically described by Norcross, have 
stymied sales. 

The report also overturns the miscon- 
ception that only big builders can apply 
Open-space principles, asserting, “The de- 
veloper of a 12- or 20-house subdivision 
can profit as much from a good street plan 
and a good environment as the developer of 
500 or 1,000 lots.” 

To prove that point, the study ranges 
from tiny 29-house Lakeside in Fullerton, 
Calif., to 7,100-acre Reston outside Wash- 
ington; from second-home communities 
like Sea Pines Plantation in North Carolina 
and New Seabury on Cape Cod to high- 
density (90 townhouses on nine acres) 
Heather Green in Louisville. 

Consultant Norcross, former executive 
editor of House & Home, beams the find- 
ings straight at builders and developers, 
including copious lists of “Dos” and 
“Don'ts” drawn from interviews with de- 
velopers of 28 open-space communities. 
Their experience is backstopped by the re- 
sults of interviews with 721 families who 
bought or rented in 15 of the communities 
—by far the most consumers ever sampled 
in a survey of planned unit developments. 

Why they buy? Three-fourths of these 
families say they bought to get more com- 
munity features. To them, "community" 
connotes recreation areas, trees, parks, 
good street layouts, lakes, shops, and 
schools. About 80% said they would rec- 
ommend that friends move there because 
of the community or environment. 

Those attitudes, Norcross notes, are 
most prevalent among upper-income, bet- 
ter-educated buyers of single-family houses 
and townhouses, who seem most attracted 
to open-space communities. Of the 721 
families, 75% of the men and 61% of the 
women had attended college, 3396 of the 
men had graduate degrees, and 5946 of 
the men were professionals, executives, or 
business owners. 

Among buyers or renters in lower- 
priced units, typically townhouses, the re- 
searchers found just the opposite. Here 
young, blue-collar workers made up a 


* Technical Bulletin 57, Urban Land Institute, 
1200 18th St., Washington, D.C. 20036, $6. 
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AUTHOR NORCROSS 
"Builders are selling an environment" 


heavy proportion of buyers, and, to them, 
"the house comes first and the community 
a very poor second. They tend to buy 
strictly on getting their money's worth and 
if the community happens to be a good 
one, they take it as a windfall." 

Sure-fire sales tool? "None of these 
[the communities studied] have had a run- 
away sales successes, but they have had 
steady sales in competitive markets. 
When a house or apartment is considered 
'a good buy', then open space and related 
community features are of real value in 
selling. 

"However, open space and good plan- 
ning ideas will not overcome such inherent 
marketing defects as a poor location, poor 
design, inadequate floor plans, a poor 
merchandising presentation, or other basic 
marketing mistakes. No reasonable person 
would expect that a greenbelt, a golf 
course, cluster planning, or a handsome 
swimming pool would attract buyers to 
houses which are in a poor location or are 
badly designed or overpriced." Items: 

* Village on the Green was planned for 
225 townhouses fronting on a four-acre 
green in West Haverstraw, N.Y. But pros- 
pects from New York City liked the plans 
and exteriors of nearby competing town- 
houses so well that the rival builder sold 
100 units in a few months while Village 
on the Green virtually closed shop. What's 
more, the developers left the four-acre 
"green" as a "barren, open field, looking 
the way it did when the farmer left it," so 
the open space hindered sales instead of 
helping them. Sales eventually picked up 
after the houses were redesigned and the 
common green was landscaped. 

* Hartshorn Homes offered 98 town- 
houses on cleared urban-renewal land in 
Richmond, Va. at $11,500 under a pioneer- 
ing condominium plan. But “three open 
areas, plus off-street parking and a swim- 
ming pool, had little or no influence on 
sales." The site was too small (10 acres) 
to create an island of good environment 
in a surrounding slum; potential buyers— 
mostly low-income, Negro families—were 
confused by the condominium plan and 
balked a $4 monthly fee to maintain the 


open space; and noisy use of the open 
space had led to controversy. So the mort- 
gage holder took over the units and sold 
them under land contract. 

No. 1 attraction. In almost every com- 
munity, swimming pools topped the list of 
most wanted recreation facilities—even 
though most pools are used only three 
months of the year. In communities with 
golf courses, the pools sold more houses 
than the links. Norcross gives these hints 
to help builders get the most out of their 
pool investments: 

e Group as many recreation facilities 
as possible around a pool. Concentrate 
facilities whenever possible; otherwise sales- 
men will spend more time taking prospects 
on a grand tour from tot lot to ball field 
to pool than in selling. 

e Expand the pool building to include 
a year-round meeting room in addition to 
showers, offices, and storage space. 

* Leave ample space for expansion of 
the building and the pool itself. 

* Plan a pool and clubhouse as a show- 
piece. Many developers have minimal 
swimming facilities put to shame by com- 
petitors. 

What cost? Most developers say recre- 
ation facilities add about $125 to $250 
to the value of the house. 

Developers should ponder these costs 
before opening models and plan accord- 
ingly. Advises Norcross: "Build your rec- 
reation facilities early and put in more 
than you think you should." 

What to promise? If you cannot build 
everything early, promise nothing you can- 
not deliver, says Norcross. The toughest 
job an open-space community builder has 
is convincing his buyers that he will de- 
liver what he advertises. 

And, cautions Norcross, promises— 
sometimes made unwittingly—can back- 
fire. Two examples: 

1. A builder got in trouble with buyers 
because his sales brochure contained a rec- 
tangle labeled “park” around a proposed 
pool. The developer built the pool but 
could not complete a park because of a 
steep ravine. Homeowners felt cheated, 
and ill-will developed. 

2. A builder set up a homeowners as- 
sociation to maintain open space and 
copied legal forms used by another builder. 
But he neglected to cross out a reference 
to tennis courts, so his buyers started de- 
manding courts. 

Include townhouses? From the seven 
open-space communities with townhouses, 
Norcross draws these suggestions: 

* Work closely with a good land planner 
because higher densities can be tricky for 
one-family builders or developers. 

* Stress the townhouse resident's free- 
dom from maintenance chores in your 
merchandising sales. In some townhouse 
communities residents said almost to a man 
they did not enjoy working on their lawn. 

* Anticipate that townhouse residents 
will be more mobile than one-family-house 
owners—but more stationary than apart- 
ment renters. 
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Hunter engineers develop 


six new 


Hunter's hard-working engineers 
are never satisfied. They keep try- 
ing to improve the industry's best- 
looking, best-selling baseboard. 
Here's what they've done now: (1) 
eliminated expansion noise, (2) 
parallel-wired element assemblies, 
(3) anchored internal wiring, (4) 
stencilled installation pointers on 
frame, (5) added U.L. approved 


grounding terminals, and (6) cush- 
ioned asbestos spacers for quiet op- 
eration. Choose from 7 lengths, 2 
power levels, unit or wall thermo- 
stats. Air-flow is unsurpassed for 
keeping rooms warm and walls 
clean. Hunter's Heatliner is ideal 
for new construction, conversions, 
add-on rooms—homes, apartments, 
motels, stores, offices, you-name-it. 


Hunter Electric Heat mme, 


Hunter makes a complete line of electric heaters and fans of all types. 


JANUARY 1967 


Circle 42 on Reader Service Card 


HEATLIWER features 


pu BEEBE REE | 
py TODAY FOR HUNTER CATALOG 


Hunter Division, Robbins & Myers, Inc. 
i 2731 Frisco Ave., Memphis, Tenn. 38114 1 


E Please send Electric Heat catalog to: 
E Name. 


E Company. 
- Address. 
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A feverish new push to rehabilitate the slums 


For the first time, influential government 
representatives are advancing bold plans 
for a combined government-business assault 
on the nation's slums. 

These plans, drawn by both senators and 
Housing and Urban Development advisers 
again raise the hope that a long-promised 
rehabilitation industry may yet be born 
after a ten-year gestation. 

Although there are at least five different 
plans floating around Washington, D. C., 
they are in striking agreement in key areas. 
All are based on the same two sweeping 
conclusions: 

1. Something new must be tried because 
it is obvious that government, which in- 
herited the job by default from private 
builders, can't rehabilitate the nation's 5- 
million substandard dwelling units alone. 

2. Private industry, which shies away 
from the costly and risky job, nevertheless 
can be lured into making massive invest- 
ments in rehabilitation—if there is profit. 

Moreover, the proposed methods of 
operation are similar. Each would create a 
nonprofit corporation—with some govern- 
ment financing support—to purchase run- 
down housing and then invite private 
industry to rehabilitate or replace the units 
at a limited (6%) profit. Management 
would likely be turned over to nonprofit 
church or civic groups. 

Smart politics. The time seems right 
to press such a plan on industry and gov- 
ernment. For one thing, the depressed 
state of housing has aroused at least cau- 
tious interest among construction compan- 
ies and building-product suppliers in the 
rehab market's $100 billion potential. And 


from a political point of view, the plans to 
lure private investment seem tailor-made 
to restrain government spending without 
hurting existing housing programs. 

In fact, the profusion of plans reflects 
just how attractive the joint-effort idea is 
to politicians, especially the new breed of 
Republicans who are wooing urban voters. 
It is not surprising that three of the four 
Senators plans were framed by Republi- 
cans—Senator Jacob K. Javits of New 
York, and Senators-elect Edward Brooke 
of Massachusetts and Charles Percy of 
Illinois. The fourth—and the one closest to 
implementation—is being developed as a 
local rehab project by New York's Demo- 
cratic Senator Robert F. Kennedy. 

Although the government-business con- 
cept seems attractive, the specific plans are 
surrounded by confusion. Typical is the 
informal name of the HUD corporation— 
"Comsat Corporation for Housing." The 
Communications Satellite Corporation. for 
which it is named, makes a profit and has 
offered shares of stock for sale to the public. 
The so-called housing “Comsat” would do 
neither. And the uncertainties will remain. 

Go national. All the plans are under 
active review, but there is no doubt that 
HUD is proposing the most ambitious hous- 
ing program. And that is about all that is 
known for sure about HUD's plan. Few 
Washington sources have been willing to 
discuss the HUD plan at all since a story 
leaked to The New York Times reportedly 
angered President Johnson and HUD Secre- 
tary Robert C. Weaver. 

According to the best available informa- 
tion, HUD and President Johnson's imme- 


diate staff are considering the creation of a 
nationwide, nonprofit corporation to launch 
the rehabilitation of 30,000 units next 
summer in several cities at a cost of $400 
million. Eventually, the independent cor- 
poration, which would be staffed entirely by 
private industry, would upgrade all of the 
country's 5-million substandard units at a 
cost of $50 billion. Such funds supposedly 
would come from existing federal housing 
and poverty programs, such as rent supple- 
ments, and from banks and other lending 
institutions, which would make loans 
backed by FHA mortgage insurance. Also, 
cities would be expected to contribute 
building sites bought with urban renewal 
funds, and foundations and corporations 
would be asked to extend grants. 
Uncertain future. The plan, which 
evolved from a HUD conference on tech- 
nology in June, reportedly has the blessing 
of Weaver. But its fate is hardly certain 
because no one knows whether the Presi- 
dent likes it. And though first Indications 
were that the plan needs no Congressional 
approval, such a far-reaching proposal may 
well be sent to Congress for endorsement. 
The plan is sure to have detractors. Some 
critics in HUD complain because whole 
government programs would have to be 
put at the disposal of the independent group. 
In for careful inspection, too, is the HUD 
report's assumption—key to the entire plan 
—that enough cost-reducing innovations in 
technology and labor practices will be made 
in the next ten years to cut per-unit costs 
for rehabilitation from $16,000 to $8,000. 
That big assumption flies in the face of 
steady labor and material-cost increases. 


Cleveland: Lumber and plywood 
men join in $1.8 million rehab 


The American Plywood and National 
Forest Products Associations will put up 
$150,000 to begin renovating 140 units in 
Cleveland's Negro slum of Hough. 

The two wood-product trade groups pro- 
pose putting up front money to let a private, 
nonprofit organization buy two-story apart- 
ments and one-family houses in a two- 
block area and obtain a $1.8 million re- 
habilitation loan covering 100% of the es- 
timated rehabilitation cost. The loan would 
be under Sec. 221d3 at 3% interest. 

The nonprofit group—it may be the 
church-sponsored Hope Inc. which last 
month began the nation's first rent-supple- 
ment project, also in Hough—would own 
and manage buildings after renovation. 

As envisioned by American Plywood 
President C. L. Morey, the renovation 
would be a massive demonstration that ma- 
terials producers could make rehabilitation 
work: “We would provide an opportunity 
to develop and test mew techniques. We 
would fashion a showcase that would 
demonstrate the inherent qualities of wood 
products in the rehabilitative process. We 
would prove there is money to be made in 
the process of renewing our nation’s cities.” 
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Pittsburgh: Producers asked 
for ideas on no props’ job 


Action-Housing’s energetic executive direc- 
tor, Bernard Loshbaugh, has the $229,000 
(via an FHA Sec. 221d3 loan at 3% ) to be- 
gin rehabilitating the first 22 of 40,000 sub- 
standard units in Pittsburgh. He calls it a 
“no props” project—meaning no govern- 
ment or foundation grants, no building- 
product demonstrations. 

Instead, Loshbaugh last month invited 
the “foremost research brains” of eight 
companies and associations* and FHA to in- 
spect his in-process rehab job on 60-year-old 


*Alcoa, Koppers, Westinghouse, U. S. Steel, Pitts- 
burgh Plate Glass, American Plywood Assn., U. S. 
Gypsum, National Forest Products Assn. 


row houses (photo) and to suggest better 
ways to do the job. Some ideas: an infra-red 
device to test strength of existing lumber; 
an attached outside unit containing electri- 
cal and plumbing facilities. 

But manpower turned out to be the 
biggest bottleneck: Loshbaugh reported ne- 
gotiating with seven contractors before 
choosing one. This contractor (non-union 
but paying prevailing wages) is testing 
multi-skilled tradesmen who can rip out 
walls, fix plumbing, replaster, or set brick. 

Loshbaugh has his eye on 24 nearby row 
houses but is impatient: "If we worked at 
our present pace, we would still have 38,000 
units left by 1980." 


New York City: Churches join 
civic group in nonprofit push 


Four major denominations will each con- 
tribute $25,000 yearly for the next two 
years as seed money to let Urban America 
Inc. set up nonprofit housing corporations 
in major U.S. cities. The new organizations 
will rehabilitate housing and build new units 
as the need arises. They will not be limited 
to working with church groups, according 
to Urban America President Stephen Cur- 
rier and Local Development Director 
James Twomey. NEWS continued on p. 22 


HOUSE & HOME 


MERE Rs ³Ü¹¹¹ͥ i“vꝛ s v ˙ t 7˙˙ͤ· du ee pau Lia Db aL n 


New vinyl tile floor—with a luxury look 
ESESEAESI 


Use Berkshire to help sell new home 
tion jobs, too. At vinyl asbestos price, it still looks like a c 
tom floor! Ask your flooring man about Kentile“ Berkshire. 
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The finest manufactured. cabinet of them all 
makes the most beautiful kitchen of them all 


H.J-SCHEIRICH (CO. 
P.O. BOX 21037 LOUISVILLE, KY. 40221 
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| For the better homes in any neighborhood 


its wood windows. 


Ralph Huszagh, Architect 


Designed by Ernest Blaylock, Southern Decorators 


Why wood windows? 


First, let's take condensation. When warm interior humidity 
| hits a cold metal frame in winter, condensation takes place. 
| Water drops form, drip over sills and down walls or wallpaper. 

Homeowners can't do anything about this problem. It's just the 

nature of metal—what heating engineers call excessive Thermal 
| Conductivity. With quality wood windows, troublesome conden 

sation cannot happen-the chart at right tells you why. 


Then, take total home comfort. Cold metal surfaces conduct 
heat or cold from rooms faster than wood surfaces. Again, too 
much Thermal Conductivity. Wood simply is a better insulator 
against heat and cold. That's why wood windows help keep 
homes more comfortable in winter, cooler in summer. 


| From every standpoint, it's wood windows! Wood windows blend 
with any architectural style — they're available in every type, 
style and size imaginable. And they give homes a warmth and 
beauty unmatched by any other type of window. 


Free Window Condensation Calculator. Based on ASHRAE data, 
our exclusive Condensation Calculator helps you determine 
condensation problems so you can select the correct windows 
for the homes you design and build. It's free. Send requests on 
your business letterhead. 
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Relative Hu 


je 


Visible Condensation of Inside Surfaces. 
Room temperature 70°. Outside wind velocity 15 mph 


Chart shows comparative condensation on inside surface as 
outside temperature drops. Example: when outside 
temperature is 20° it would take as much as 69% inside 
relative humidity before condensation would appear on 
wood sash—but condensation will form on aluminum sash 
with just 22% inside relative humidity (and, most homes 
average 30-35%). 
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Source: ASHRAE Standard Psychrometric Chart 


PONDEROSA PINE WOODWORK 


and the Western Wood Products Assn. 
DEPT. HH-17, 39 South La Salle Street 
Chicago, Illinois 60603 
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FIRST on the 
market . . . and 
still the BEST! 


“HERED” 


SCREW ANCHORS 


27 SIZES 


FOR NO. 4 
SCREWS 
THRU 
1/2" 


Collarless 
Anchors 
for Flush 
Mountings 

. Terrific 
Holding Power 
in Any Solid 
Material. 


These “all-purpose,” low-cost 
anchors permanently hold screws 
in any material you can drill—hold 
up to 2 tons. Take small holes. 
Use indoors or outdoors. Try ‘em! 


MILLIONS IN USE! 
BUY 'EM IN jv 


HANDY KITS... 
OR CARTONS. 


Kits include an- 
chors, screws, 
masonry drill. 


WRITE FOR 


FREE SAMPLES 


HOLUB INDUSTRIES, Inc. 


421 ELM ST.* SYCAMORE, ILL. 60178 
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WHERE THE LABOR ACTION WILL BE IN '67 
City Trades Contract expires Workers 
Atlanta Laborers July 1 2,000 
Chicago Carpenters, laborers, plumbers June 67,000 
Cleveland Bricklayers, carpenters, laborers, May 1 34,500 
painters, plumbers, 
Operating engineers 
Des Moines Laborers May 2 2,100 
Jersey City Laborers July 1 2,500 
Electrical workers Aug. 16 2,100 
Mpls.-St. Paul Electrical workers May 2 2,500 
New York Bricklayers June 1 9,100 
Philadelphia Electrical workers Sept. 1 3,100 
Pittsburgh Bricklayers, carpenters, laborers June 1 11,200 
Portland Operating engineers June 1 5,500 


'67 labor negotiations: Unions scorn 5% hike 
as practically deflationary, aim for 7%-plus 


Union performance in 1966 negotiations 
favors this conclusion. Last year was, in 
fact, an off-year for wage bargaining: Only 
350,000 workers, out of 3.5 million in the 
industry, were involved. But even then, 
construction settlements averaged increases 
of 6.1%. Post-strike settlements brought 
wage hikes averaging a remarkable 8.1%. 
And in individual cases, negotiated in- 
creases climbed by as much as 14%. 

This year twice as many workers— 
700,000—will seek new contracts and labor 
experts have this dour prognosis: More 
dissatisfied than ever, and more powerful, 
the construction trades are mobilizing a 
campaign for still-bigger wage increases. 

Not all of the workers in the industry 
are in residential construction, of course. 
But the settlements achieved by the larger 
segments of the heavy-construction indus- 
try will invariably set the pattern for wages 
in all phases of construction (see chart for 
key cities). 

Catching up? The fluctuations of the 
economy are to some extent at fault for the 
expected high wage demands. The major 
statistic with which the unions will arm 
themselves at the negotiating tables is the 
cost-of-living index. Wage increases in the 
construction trades have, of course, stayed 
well ahead of the rise in living costs. But 
last year the gap narrowed more sharply 
than usual as the cost of living—which in 
earlier times climbed by 2% a year—spurt- 
ed upward by an inflationary 3.5%. 

In Chicago, for example, wages have 
traditionally led living costs: Since 1960, 
according to President John H. Cain of 
Chicago's Uptown Federal s&L, the cost of 
living rose 10%, while construction costs, 
paced by rising wages, rose 18.5%. But 
now the rise in living costs has caught up 
with the 4% annual rise in building costs. 

And with this situation, inflationary 
settlements are more than likely so workers 
can regain the lead in wages over prices. 
The irony is that higher wages merely fuel 
inflation, say economists. 

United front? An overriding reason for 
large wage gains by unions is the fragment- 
ed nature of the construction industry it- 
self. A united front by major manufactur- 
ing industries will be keeping factory wage 
gains down to 5% —an advance in real in- 


come of 1% 76. However, the construction 
industry—disorganized as it is—has tradi- 
tionally been the weak sister at the bargain- 
ing table. Caught in the twin threats of 
whipsaw bargaining and costly strikes, con- 
tractors tend to settle quickly and meekly. 

Perhaps the biggest underlying problem 
is the unwillingness of larger contractors 
to take the idea of a national bargaining 
front seriously. Up to now, they've been 
notorious for dismissing the problem of 
rising costs with a shrug, so long as they 
can easily pass them on to the buyer. This 
tendency is already hurting the residential 
builder who can't pass on Ais costs with 
anywhere the same ease. Working in a 
competitive and price-conscious market, in 
1967 he'll be in a worse cost-price squeeze. 

Who's in charge? Meanwhile, the 
unions are already consolidating their 
power beyond the sphere of wages. Several 
struck in 1966 over such issues as control 
of workers. Examples: 

1) In New York, a strike by 4,000 
plumbers of Local 2 dragged into its fifth 
month in December, tying up $550-million 
of construction. The union rejected an offer 
of $1.30 hourly over three years that would 
have brought them to $8.59 hourly. Crux 
of the strike: The union wanted the right to 
select 25% of the men for work at con- 
struction sites, while contractors were will- 
ing to grant 10%, The real block to any 
settlement was an intra-union fight between 
two candidates for local president. 

2) In St. Louis, the sheetmetal workers 
settled a 72-day strike in September that 
gave them $6.85% an hour in wages and 
fringes, plus some control over hiring. The 
contractors got the right to call back fore- 
men and workers by name, provided the 
latter are unemployed and haven't worked 
for another contractor more than 3714 
hours; the union got control of all other 
referrals Homebuilders had fought the 
strike to avoid higher house prices. 

In face of such aggressiveness, few 
labor observers think the unions might 
moderate their demands in 1967, despite a 
drop-off in construction. Most believe that 
until the industry finds a way to equalize 
bargaining power, the unions will continue 
pressing for gains without regard to the 
health of the industry. 
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Did you know... 
You Can Have Chambers 
For Not A Cent More Than 
Other Leading Brands ? 


It’s true! You can have all the merchandising 
advantages of America's top quality brand at 
no extra cost. Certainly, this doesn't mean 
our quality standards have been lowered! It 
simply means that you can select a Chambers 
kitchen package with various optional features 
to fit practically any building budget... and 
still be positive of built-in Chambers quality, 
beauty and prestige. Write us for information 
on our complete line of built-ins: ovens and 
surface ranges, dishwashers, disposers and 
refrigerators. Remember nothing speaks qual- 
ity as quickly as Chambers. 


Subsidiary of Rangaire Corporation Cleburne, Texas 76031 
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YOUR LENNOX TERRITORY MANAGER“ 
IS A NAME DROPPER 


He only drops important names. 
Like yours. He does it to impress the 
right people (your prospects). At 
the right price: You pay bare costs! 
He can help put your name up in 
lights. On a lighted outdoor poster. 
He can help design your develop- 
ment sign, and tract sign, and tract 
brochures, and model home 
materials. 


He has a complete integrated 
promotion package called "The 
Living Air" promotion. Plus a wide 
variety of posters, ads, mailers, 
publicity stories, TV and radio copy. 
And he knows a lot about how to 
use this advertising material 
profitably for you. 

Just give your Lennox Territory 
Manager half a chance. He'll make 


LENNOX 


AIR CONDITIONING * HEATING 
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you a big name around town. See 
him, for the best deal and the best 
dealer in town. 

Write Lennox Industries Inc. 

234 South 12th Avenue 
Marshalltown, lowa 


*Territory Manager (T.M.): the “old pro" 
Lennox factory representative who works 
directly with dealers and their builders, 
architects, engineers, contractors, schools. 
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This is a closet door. This is a Float-Away 
It opens and closes. bifold door. It opens the eyes 


That's all. of discriminating prospects 
and helps close contracts. 
And that isn't all. 


Don't neglect closets. Put in too few, make them small, let 
them look commonplace, and you cool a lot of hot pros- 
pects without realizing it. But include plenty of large closets 
emphasized by the beauty and convenience of Float-Away 
bifold doors and you'll turn more lookers into takers. There 
are models to match every decor. 

Got some biting opinions about bifold doors? Check these 

five Float-Away benefits. If they change your ideas, get 

together with all the features of Float-Away doors soon. 

O Rust-proof. Only Float-Away doors are made with zinc 
electroplated and bonderized steel. 

Ll] Trouble-proof. Float-Away combines advanced con- 
struction features with steel more than 1096 heavier than 
anyone else uses, better tracks and sturdier hardware. 

O No problems with odd sizes. They fit all openings. 

O Many find the off-white prime coat a pleasing finish coat. 

O And every model has a 5-year guarantee. 

Free! Special High Rise Kit to help you with the loading, 

labeling, distributing and odd-size opening problems of high 

rise apartments. Write for it. 


NEW! A budget door that meets all specifications of competi- 
tive doors, available in most models with a 1-year guarantee. 


Write or phone for full information: 


FLOAT-AWAY c co. 


Dept. H-167, 1173 Zonolite Road 

Atlanta, Georgia 30306, Tel. 0264 9555 7986 

WOODALL INDUSTRIES, INC. Los Angeles area: 

ADS Valley Blvd., El Monte, Calif. 91734, Tel. (213) 
-2561 San Francisco area: 2365 L: afayette St., 

Seni a Clara, Calif., Tel. (408) 243-8008 
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Kingsberry offers houses that move! 


When home-lookers see a Kingsberry, action hap- L [ems 
pens. They want to move right in. They like the T E 

design. Great use of floor space. Dream kitchens 

and luxury baths. And the value. Like this Frank- 

lin" model recently built in suburban Atlanta. A 

1701 sq. ft. Colonial for only $22,000 (including a 

$3,500 lot) with a substantial profit for the builder. 

Kingsberry serves leading builders in 29 mid-At- 

lantic, Midwestern and Southeastern states. With 

houses that move and all the marketing and adver- 2 

tising aids to move them faster, Kingsberry can The Kingsberry KINOSBERERYNOMES 
make this your year to move ahead. “FRANKLIN” DIVISION OF BOISE-CASCADE 


MAIL THE COUPON BELOW TODAY 


Mr. Robert C. Smith, General Sales Manager/Kingsberry Homes/Dept. HH-1 /5096 Peachtree Road/Chamblee, Georgia 

Please send more information on the Kingsberry program Please have your representative call on me. My interest in Kings: 
berry Homes is. immediate. future planning. | have lots developed and. lots available for development. During the 
past 12 months | have built and sold homes and/or. apartments. 


Name Firm. 


Mail Address. 


City. 


26 Circle 47 on Reader Service Card HOUSE & HOME 


. ————M———————————————————————PTmor—rn———M—mTwÓ 


NEWS 


continued from p. 22 


Weaver confronts realty men on open-housing laws 


With the flush of victory, the National 
Association of Real Estate Boards invited 
Housing Secretary Robert C. Weaver—an 
advocate of anti-bias housing laws—to 
speak at its annual convention in segregated 
Miami Beach, 

NAREB was the lobby group that, along 
with Illinois Senator Everett M. Dirksen, 
was primarily responsible for the death of 
the 1966 Civil Rights Bill and for the prior 
evisceration of Title IV, the bill's controver- 
sial clause to ban race bias in new housing. 

Weaver, a Negro, could hardly have 
missed the point: The realty men papered 
a 200-ft. wall at convention headquarters in 
the Fontainebleau Hotel with thousands of 
newspaper clippings proclaiming the demise 
of the bill. And prior to Weaver's speech, 
they approved a policy statement pledging 
"aggressive resistance" to any renewed 
legislative efforts to halt race discrimination 
in housing. 

But if the realty men expected any gentle 
courting from Weaver, they were in for a 
surprise. The normally soft-spoken HUD 
secretary was as blunt as they had been. 
Speaking directly of equal opportunity in 
housing, he told them: "It is urgent. It is 
legally mandatory. It is morally right." 

Weaver called open housing ("forced 
housing" in NAREB's lexicon) the key to the 
rebuilding of America's cities. The mobility 
of minorities in pursuit of better housing 
must be accelerated, he said, "if we are to 
preserve our democratic integrity and meet 


WEAVER — 


EMLEN 


the imminent challenges of urban growth.” 

“Again,” intoned Weaver, hurling a barb 
of his own, “I invite you to join the trend, 
which is inevitable.” 

Right to sell. The realty men’s opposi- 
tion turns on their interpretation of the 
rights of real estate sellers. Said Alan L. 
Emlen, head of NAREB's Washington Com- 
mittee: “The right to own property includes 
the right to determine its disposition, and 
the power granted to the Congress . . . does 
not extend to the private acts of individuals 
where the state is in no way involved." 

Said Weaver: "It seems to me that, in a 
free market, once an owner puts his prop- 
erty up for sale, any qualified buyer is a 
potential purchaser. If he can qualify eco- 
nomically, he should have access to the 
property." 

With an eye to 1967, Emlen predicted 
that the 1966 elections had changed Con- 
gress enough to defeat any housing bill tied 
to new civil-rights legislation by a 225-to- 
190 margin. 

"This," he said, "is a complete reversal 


of the vote last summer when the House 
approved the bill by 222 to 190" [it was 
finally shelved in the Senate]. 

"NAREB, of course, affirms the “principle” 
of open housing. Complains Emlen: “Pro- 
ponents of forced housing are inclined to 
dismiss NAREB's constitutional argument as 
a smokescreen for ‘bigotry’ and ‘intoler- 
ance.’” Yet, he adds, strict adherence to 
NAREB's code of ethics would free realty 
men of such charges. The group's opposi- 
tion to Title IV, argues Emlen, doesn't 
mean it opposes open occupancy per se. 

Voluntary answer. Senator Dirksen, 
speaking to the realty men in a special film, 
told them to solve the problem voluntarily 
if they expected to stave off congressional 
compulsion permanently. 

He advised them to examine the advisa- 
bility of stricter municipal and state laws 
to combat "blockbusting" and to devise a 
formula for multiple listing "entirely free 
from any discrimination." 

NanEB's Emlen himself urged his fellow 
realty men to do more than just support the 
principle of equal access to housing. 

Said Emlen: “Nares might consider 
breathing life into these words through im- 
plementing action on the national level. 
Only in this way will NAREB be able to 
forestall for all time the injection of the 
coercive power of the state to force 'equal 
opportunity in the acquisition and enjoy- 
ment of real property.' " 
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California S&L shares lead 
housing stocks to new gains 


Sharp advances by the big California sav- 
ings and loan associations have just carried 
House & Home's index of 72 housing 
stocks to an impressive 1446 price gain— 
the lists second upward move in two 
months (News, Dec.). 

All categories advanced except prefab- 
rication. The s& section, composed of 22 
associations, ran up a 30% gain. Financial 
Federation was up 47% to 14%, Gibraltar 
up 4 to 13, First Charter up 334 to 15, and 
Wesco up 3% to 1234. Optimism generated 
by new federal rules giving the California 
S&Ls a savings-rate advantage was partly 
responsible. 

Among the building companies, Levitt 
& Sons, moving confidently into Chicago 
to set up a ninth branch, climbed to a 1966 
high of 14% before yielding !4 point. 
Richard L. Weiss, formerly a vice president 
of Sunset International Petroleum in 
Beverly Hills, Calif., is directing the Chi- 
cago operation as a Levitt vice-president. 

The averages: 

Oct. 7 Nov. 4 Dec. 5 


Building 4.37 4.56 495 
Prefabrication 171 14639. 1.62 
Ss $5.99 371 . 744 


Mortgage banking. 8.58 876 9.35 
Land development 4.99 5.04 5.28 


Average .. 5.20 5.29 6.02 
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HOUSING'S STOCK PRICES Dec. 5 — Chng Dec, 5 — Chng 
Bid/ Prev. Bid/ Prev. 
BUILDING "Au, rds COMPANY Close Mo. COMPANY Close Mo. 
vav. Lytton Fin. ©. 54 +1 * Disc Inc. 1% que 
COMPANY Close Mo. Midwestern Fin. 2 0 Fla, Palm-Aire, 14 — 
Imperial Corp. *«... . A +1% Forest City Ent. b. 4 — 
Trans-Cst. Inv. E 272 X Garden Land. 4 Me. 
* Adler-Built Inc. 1/16  -1/16 Trans World. Fin. © 6 + 1% Gen, Devel à — EN. nes 
* Capital Bid. tnd. . 406 — lé Union Fin. + 4% - 4 Gulf American». m. TOM 
Cons Bldg. (Can.) 1.20 + 20¢ United Fin. Cal. TW 727 Holly Corp. b. 13/1t 1/16 
* Dev. Corp. Amer.. D Wesco Fin. *. 12 435 Horizon Land 3 ＋ 
Edwards nds 1⁄4 Laguna Nig. 2 — log 
5 = DA — + he MORTGAGE BANKING eee b^ i - 
* First Hartfor: ly. E * * Major RIty. 
First Nat. Rity.» 3 % i ele Gil % fin 
* Frouge......... 3 +% Associated Mtg. $4 — M So. Rity. & Util.», 2 d 
General Bldrs.^ ... -1% Charter.. 1% Sunasco. Qu +2 
Kaufman & Bd,» VW TL Colwell... Th 1X 
Levitt... MA + 2 Cont. Mtg. Inv. °. ZA +24 DIVERSIFIED COMPANIES 
Lou Lesser Ent. 7A +% * Cont. Mtg Ins. 34 . Š 
usk. F 2 2 + FNMA 6 — 2 * City Invest. e. 434 + 84 
* Nationwide Homes... 196 -4 First Mtg. inv. 8 * Rouse Co. 3 1% — 17⁴ 
Pres. Real. A. b, 9 — * Kissell Mtg.. T OW * Tishman Rity. °. 2% any 
* Sproul Homes... 7 — Lomas & Net. Fin. . 4 å =% i 
U.S. Home & Dev.. % 7 MGIC»... 3 + % a—stock newly added to table. b— closing 
Jim Walter e. 17 +1% * Mortg. Assoc. e pa ASE. c—closing price NYSE, d—no! 
Del, E. Webb 2£ ＋ * Palomar Mt 1% " raded on date quoted. g—closing price 
* Southeast Mig. a» — & MSE. h—closing price PCSE. k—not avail- 
PREFABRICATION United Imp. & Inv. b. 3% +% able. E DRM, Wallace Investments. 
Admiral Homes...... 3 q—formerly San Diego Imperial Corp, *— 
Albee Homes...........11/16 — --1/I6 LAND DEVELOPMENT not included in averages. x—adjusted for 
* Continental Homes... 2% All-State Prop.. 157 dé 4-for-3 split. y—tender offer, 
Inland Homes»... 3 * American Land. Mo ro 5 
Modern Homes. 1A - 4 Am, Rity. & Pet. “. 3% % Sources: New York Hanseatic Corp., 
Natl. Homes A.«. % ＋ Arvid: z 5% T L1 Gairdner & Co., National Assn. of Securities 
* Scholz Homes. 2% -% Atlantic Imp.. 164+ % Dealers, Philip Beer of Russell & Saxe, 
Stee! Crest Homes. I — % Canaveral Inti. ö, m 1 American Stock Exchange, New York Stock 
Swift Industries. I ＋ 0. 258 Exchange, Midwest Stock Exchange, Pacific. 
5 + % Coast Stock Exchange. Listings include only 
S&Ls 12 — M companies which derive a major part of 
American Fin.. 134 2 TW their income from housing activity and are 
Calif. Fin. 3 95 — * actively traded. 
Equitable et UA 
le ur 
1 7 SHORT-TERM BUSINESS LOAN RATES 


LOAN SIZE 


FRSRKLASS KEES 


$100-200 .. 
$200 and over . 


tate tt 
Mou 
2 
5 
8 
o 


Hawthorne Fin.. 


Percent interest and (net change) in year 


7 other Northern 11 Southern 


Source: Federal Reserve Board, September 1966. 


New York City & Eastern cities & Western cities 
6.60 (+ .95) 6.62 (+ .74) 6.84 (+ .82) 
6.57 (+1.20) 6.75 (+1.13) 6.65 (+ .92) 
6.39 (+1.26) 6.60 (+1.29) 6.51 (+1.06) 
6.05 (41.41) 6.31 (+1.44) — 6.26 (+1.23) 
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Solid, 
big-truck strength! 
Sure,smooth ride! nf 


that's different. Smooth, carlike—yet beneath 
this smoothness is all the toughness you could ask of any pickup truck! The look is new, too - broad, massive and 
handsomely styled. EXCLUSIVE TWIN-I-BEAM SUSPENSION utilizes two front axles, one for each wheel. Wheels 
step over bumps independently to smooth the roughest roads. Each axle is a big, forged steel l-beam that's held 
in place by a rugged l- beam radius rod to provide exceptional big-truck durability. For 67, Ford makes a 
Twin-I-Beam model for every pickup job . . . F-100 Va-tonners, F-250 %-tonners and big F-350 one-tonners! 
NEW, MORE COMFORTABLE CABS... . choice of three interiors—extra practical to extra plush—with comfort 
standard in every one! Ford's big cabs have nearly four extra inches of shoulder room... there's plenty of space for 
three husky workmen to ride in comfort! Seats are three inches wider, deeper too. Swept-away instrument panel 
gives extra room for knees and legs! ALL 1967 FORD PICKUPS ARE COMPLETELY NEW—INSIDE AND OUT! 
NEW, foot-operated parking brake— quicker and easier to apply! NEW, longer 131-inch wheelbase for F-100, 
F-250 gives improved weight distribution . . . easier ride! NEW, double-section hood construction for greater strength! 


> =s 


LIS AES Ed 


NEW wiring 
harnesses, new fuse panel 
and voltage regulator locations to 
speed electrical servicing! NEW, reversible igni- 
tion key you can use in the dark—with gloves on! NEW, 
optional SelectShift Cruise-O-Matic transmission gives complete manual 
control or fully automatic 3-speed operation! NEW, optional 25-gallon frame- 
mounted fuel tank! PLUS PROVEN PERFORMANCE AND DURABILITY FEATURES: Efficient 
240-cu. in. Six, 300-cu. in. Six or 352-cu. in. V-8. m Fully synchronized 3-speed transmission standard. 
(4-speed F-350) m Double-sidewall Styleside pickup box with all-steel floor and one-hand tailgate latch. 


Woiecheadnarod FORD PICKUPS D 
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CHOOSE Leon, BUILT-INS 
FOR KITCHEN GLAMOUR 


FREE...SEND TODAY! 
Complete catalog of 
"glamour" products to help 
create better, more beautiful 
kitchens and baths. Includes 
"where to buy" list for your 
locality. 


SWANSON 
MANUFACTURING CO. 


607 S. Washington St. 
Owosso, Mich. 48867 


Range Hoods Can Openers 


Toasters e Clocks » Bath Scales 
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YOUR HOMES WILL SELL BETTER 


when offered with 
KOOL-0-MATIC 


POWER ATTIC 
VENTILATOR 


...a plus value comfort 


conditioning feature ! 


Superheated attic air increases temperatures in living areas 
below, shortens life of building materials. Excessive attic 
moisture damages plaster, paint, roof boards, eaves, etc. 
Kool-O-Matic with thermostat and humidistat removes attic 
heat and moisture automatically. Set it, forget it. Quality- 
built for lifetime service. Maintenance-free operation. Equip 
your homes with Kool-O-Matic and outsell your competition. 
Nationally distributed through building supply dealers. 


information about 
Kool-0-Matic. 


lama 
Builder 

LJ Architect 
Other 


Name. 
Address. 
City. 
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NAREB picks leader who practiced 
what it preaches on public housing 


For years the National Associa- 
tion of Real Estate Boards has 
stuck to its blunt policy on public 
housing: ^We urge that the Con- 
gress terminate all government- 
owned public housing programs 
and provide for liquidation to 
private ownership of existing 
projects." 

Meeting in Miami Beach last 
month, NAREB selected as presi- 
dent one of the few men ever to 
have had a hand in such an un- 
dertaking, Realtor Richard B. 
Morris of Buffalo, N. Y. The 
delicate problems he and Buffalo 
civic leaders encountered make a 
nationwide transformation un- 
likely at best. 

The effort began in the mid- 
1950's, Morris recalls, with plans 
for turning a blighted waterfront 
area into "one of the nicest resi- 
dential sections in the city." Only 
trouble was that the area included 
six apartment buildings built by 
the Buffalo Municipal Housing 
Authority shortly after World 
War II and occupied by 500 
Negro families. 

Says Morris: "The tenants of 
the  state-subsidized buildings 
made a mess of them. Crime was 
rampant. There was dope ped- 
dling. Garbage was thrown out 
the windows. It was a real dis- 


| grace. With this eyesore along the 


waterfront, nobody would want 
to develop it or live there." 

The problem, as Morris saw 
it, was how to get 500 families 
out and then how to "attract 
a better class of tenants"—though 
still at modest rentals of $80 to 
$120 a month. The solution would 
have been simple if the build- 
ings could have been purchased 
outright. But since they were 
publicly owned, this was impos- 
sible. 

So in 1957 Buffalo’s concerned 
leaders took their proposal and 
their problem directly to State 
Housing Commissioner James 


Fontainebleau Photography 


NAREB’S MORRIS 
Putting principles into practice 


Gaynor, and to Governor Nelson 
A. Rockefeller. 

From subsequent discussions 
emerged a relocation plan that 
was soon executed. It called for 
converting the apartments to pri- 
vate ownership while leaving 
them under nominal control of 
Buffalo’s housing authority. 

Each new tenant was to put 
up $300 for his apartment, so— 
technically, at least—the project 
became a semi-private coopera- 
tive and/or condominium. The 
new tenants were also to elect 
officers of their governing cor- 
poration. 

A group of Buffalo’s leading 
citizens, Morris among them, un- 
derwrote a nonprofit corporation 
to rehabilitate the apartments 
with the aid of housing-authority 
funds. And, over a forest of 
picket signs, the original tenants 
were relocated one by one to a 
new public-housing project in 
another part of town. 

“Today,” Morris says proudly, 
“the waterfront apartments have 
a waiting list of 100 people.” 

But today, too, nothing has yet 
been done to develop the water- 
front area along the visionary 
lines that Buffalo's leaders pre- 
sented to Gaynor and Rockefeller 
nearly ten years ago. 


Republican mayor taps democrats 


Walter E. Washington, 51, the 
talented director of the National 
Capital Housing Authority in 
Washington, D.C., bowed to 
weeks of persuasion from Mayor 
John V. Lindsay and agreed to 
take over as head of the New 
York City Housing Authority. A 
year after his election, Lindsay is 
still consolidating a workable 
government, and a growing num- 
ber of federal executives—all 
Democrats and all trained in the 
fields of housing, city planning, 
and social welfare—have aban- 
doned Washington to work for 
his Republican administration. 
Lindsay has also appointed 34- 
year-old Donald H. Elliott, his 
counsel, as chairman of New 
York’s Planning Commission. 
One notable exception: Boston 


Renewal Director Ed Logue, who 
rejected a Lindsay offer almost as 
an aside during a blast at “the 
Feds”—Washington officials who 
“give advice on attaining nirvana 
in the slums with a collection of 
cliches. What we need is less 
guidelines, more dough, less red 
tape.” 


ASSOCIATIONS: James M. 
Shedden of Chicago is the new 
president of the National Lumber 
and Building Materials Dealers 
Assn., replacing George V. Stein. 
Shedden was elected at the 
group's Soth annual meeting at 
Lake Tahoe. Shedden is presi- 
dent of Lord & Bushnell Lumber 
Co., Chicago's oldest lumber and 
building materials distributor. 
NEWS continued on p. 34 
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How to make a non panic-proof lock safe. 


Take the “lock” part out. 


That takes away the unlocking button. No button for little fingers 
to try to grasp. No button to tug at and turn. Even if they panic— 
the kids can escape. 

If your doors have Weslocks, they are already safe. You don't 
have to de-button them. 

AII Weslocks are panic-proof. They unlock and open automatically 
from the inside with one instinctive turn of the knob. They do not 
need to be unlocked first. 

Why doesn't everybody make locks that way? 

WESLOCK COMPANY * Los Angeles, California 


WESLOCKe 
— 


Your gas company will treat you 
very nice if you install Bryant gas 
air conditioning in your next project. 


If all you ever get from your gas company are bills, 
here’s a surprise. 

If you feature gas air conditioning in your new 
homes, your gas company will give you active support. 

(Active support. Has a nice ring to it, doesn’t it?) 

Gas companies, you see, are spending more than 
ever on gas air conditioning advertising this year. 
And, since so many homeowners already prefer gas- 
for-everything else, they’re sure to prefer gas for air 
conditioning, too. Some gas companies are even offer- 
ing their customers reduced rates in summer. 

Then, after you and your gas company have worked 
it out, that’s where Bryant comes in. 

Not too long ago we pioneered air cooled gas air 
conditioning, and now we offer you cooling capacities 
from 3 to 20 tons, with matched heating up to 450,000 
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Btu per hour. 

And the Bryant line of gas air conditioners is quiet, 
dependable and economical. There’re no major mov- 
ing parts in the cooling system, so there’s less to wear 
out and less call for service. And because it’s gas, it 
costs less to operate. 

But when servicing is needed, it’s never a problem. 
Most gas companies service Bryant equipment. 

With Bryant gas air conditioning, you could be 
sitting pretty, too. 

For more information call your local gas company, 
or write Bryant Man- 
ufacturing Company, 
2020 Montcalm 
Street, Indianapolis, 
Indiana 46207. 


Gas Air Conditioning 
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Why square holes handle 
more rolled drawings — easier 


Square corners give easy ac- 
cess to rolled drawings — no 
binding against sides as in 
round tubes 


Plan Hold Square Tubes take 
only half the space needed to 
store an equal number of 
round tubes 


Plan Hold.Square Tube Files 


No waste space! Every square inch of these 15%” square steel 

cabinets can be utilized for rolled drawings up to 50" in length. 

Modular units come in 36, 16 or 9 tube sections. Can be used 

singly on desk or stacked to form a permanent master file. Write 
for Catalog of 31 Filing Systems to Dept. H71, P.O. Box 

KA 3458, Torrance, California 90510. 

PIT 


PLAN HOLD CORPORATION: TORRANCE, CALIF. e AURORA, ILL. 
Plan Hold Company of Canada, Toronto 18 
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Home in Beach Haven, N. J. Architect 
Pa.; Cabot’s Stain Wax on paneling, 


Cabots STAIN WAX 


Stains, Waxes, Seals in one operation 


Time wos when wood finishing was o long, arduous task. Today, Cabot's 
Stain Wax does the job in a single application, This unique "Ihree-in-one" 
finish, suitable for all wood paneling, brings out the best in wood, enhanc- 
ing the grain and producing a soft, satin finish in your choice of twelve 
colors plus black, white, and natural, When a flat fin- 
ish is desired, use Cabot's Interior Stains. 


Savery, Scheetz & Gilmore, Philadelphic, 


Samuel Cabot Inc. 
130 S. Terminal Trust Bldg., Boston, Moss. 02210 
C Send color cord on Cobot's Stain Wox 
Send color cord on Cabot's Interior Stains 
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Unified appraisal code: Appraisers 
are willing but Realtors say no 


Builders and lenders have waited 
more than 30 years for a uniform 
valuation code that would result 
from a merger of the nation's two 
largest appraisers’ groups. 

And it looks as if they'll have 
to keep right on waiting for at 
least another year. 

After a lot of conciliatory 
backslapping, the nearly consum- 
mated merger between the Amer- 
ican Institute of Real Estate Ap- 
praisers and the Society of Real 
Estate Appraisers is off. 

Even though the merger was 
approved last fall by the officers 
and members of both groups, it 
was rejected by the organization 
with the last word: The Nation- 
al Association of Real Estate 
Boards, IREA'S parent body. 

Ratification of the merger re- 


quired a two-thirds vote of 
NAREB's 1,500 local real-estate 
boards. Opponents forced a 


record vote and the merger failed 
by less than 146 to attain the 
needed majority. Reason: The 
merger would have let non-realty 
appraisers (from banking, insur- 
ance, and government) hold 


appraisal-institute ^ memberships 
without belonging to local real- 
estate boards. And many small- 
town realty boards felt this would 
be a big drain on their member- 
ship and, consequently, their in- 
come from dues. 

However, appraiser officials 
saw every likelibood that the 
merger setback was only tem- 
porary. An IREA spokesman 
pointed out that even if 30% of 
the membership of both groups 
refused to join local boards, the 
combined group, with a member- 
ship of 3,800, would still be sub- 
stantially larger than IREA's cur- 
rent membership of 3,000. 

The merger proposal got as far 
as it did this year because the two 
1966 chief officers—the institute's 
Harry R. Fenton and the society's 
Edward B. Horton Jr.—had de- 
veloped a close rapport and a 
mutual desire to cut through con- 
fusing evaluation verbiage. 

Fenton's term has now expired, 
and he was replaced by S. Z. 
Bennett, a Florida appraiser who 
will continue the efforts of his 
predecessor. 


David Lawrence death clouds role 
of federal housing anti-bias group 


Former Gov. David L. Lawrence 
of Pennsylvania, chairman of the 
President's Committee on Equal 
Opportunity in Housing since it 
was formed in 1963, died Nov. 21 
in Pittsburgh at the age of 77. He 
had collapsed from a heart attack 
while addressing a political rally 
Nov. 4. 

The committee was set up by 
the lete President John F. Ken- 
nedy to carry out his 1962 execu- 
tive order banning bias in feder- 
ally aided housing. Even though 
the post of chairman posed many 
frustrations, Lawrence, a national 
Democratic leader and four-time 
mayor of Pittsburgh, said many 
times that no other job in Wash- 
ington could be as challenging or 
as worthwhile. 

He fought for a broadened 
executive order to impose open 
Occupancy requirements on all 
mortgage financing undertaken 
by federally insured institutions, 
but was ultimately over-ruled by 
Justice Dept. lawyers. Then he 
urged President Johnson to pro- 
pose an open-occupancy housing 
law—although he didn’t have 
much of a voice in drafting the 
bill that was rebuffed last year by 
Congress. Meanwhile, he set up 
the current program of federal 
help for community conferences 
to stimulate public acceptance of 
open housing. 

The staff of the Equal Oppor- 
tunity Committee hopes for an 
expanded role, but the commit- 


Vincent Finnigan 


BIAS COMMITTEE’S LAWRENCE 
No other job so challenging 


tee’s future is not clear, There is 
speculation that President John- 
son will ask Congress to make the 
group into a quasi-independent 
agency, similar to the Civil Rights 
Commission, with broader powers 
to probe bias in home sales. 


DIED: Ward Mayer, 75, founder 
of Ward Timber Structures Inc. 
to develop his idea of fabricating 
glued-laminated structural 'mem- 
bers, Nov. 17 in Tucson, Ariz.; 
Marvin T. Broyhill Sr., 78, whose 
M. T. Broyhil & Sons built 
15,000 homes and apartments in 
northern Virginia, Nov. 23 in 
Arlington, Va. Max W. Korman, 
60, president of Hyman Korman 
Co. since 1933 and builder of 
25,000 houses and apartments in 
Philadelphia, Nov. 27, in Phila- 
delphia. 

Letters start on p. 40 
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Chuck Cisne knows how 


to ple 


The 32 other women are tenants in the 
luxurious Albrecht Manor apartments he 
just built in Charlotte, North Carolina. 
Chuck is vice president of Boyd & 
Goforth, Inc., contractors for this project. 
His happy secret? He puts a KitchenAid 
dishwasher in each and every kitchen. 
“Tve found that once I can sell a woman 
on a kitchen, it's easy to sell her on an 
apartment," Cisne says. "They know the 
KitchenAid reputation for being the best. 
And I know that KitchenAid dishwashers 


won't give me service problems." 

KitchenAid dishwasher quality fits right 
in with the quality of the whole building. 
For example, every apartment is sound- 
proof and has its own individual heating 
and cooling controls. There's a central 
swimming pool, plenty of storage space 
and an elegant lobby. 

Does all this pay off? Cisne thinks it 
does. The owners tell him the building is 
fully occupied. (There's even a long wait- 
ing list.) Tenants are happy. And his wife 


ase 33 women. 


is happy with her KitchenAid, too. Has 
been for years. 

So, if you want to attract—and keep— 
tenants for your building, be like Chuck 
Cisne: install KitchenAid dishwashers. 
For more details, see your distributor. Or 
write KitchenAid Dishwashers, Dept. 
7DS-1, The Hobart Manufacturing Com- 
pany, Troy, Ohio 45373. 


KitchenAid 


Dishwashers 


Products of The Hobart Manufacturing Company, makers of commercial dishwashers and food waste disposers. 
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Send your 
advertising 
to all 


House & Home 


subscribers 


and readers in 


Alaska 
Arizona 
California 
Colorado 
Hawaii 
Idaho 
Montana 
Nevada 
New Mexico 
Oregon 
Utah 
Washington 
Wyoming 


for only $400 


a p 


— 2 


That's the cost of a black and white, half-page 
advertisement in all copies of House & Home going into 
those states in any one month. 


Use House & Home every month to take your advertising 
to all House & Home subscribers and readers in Alaska, 
Arizona, California, Colorado, Hawaii, Idaho, Montana, 
Nevada, New Mexico, Oregon, Utah, Washington and 
Wyoming and that cost drops to $340 a month. 


For costs and full details on all the kinds and sizes of 


advertising you can use, in this and other groups of states, 


fill out and mail the coupon. 


€$960900000000000000060000000000000000000000000090000000000000000000000000900000900000009€9 


909090909009090000900900900000000000000000000€ 
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House & Home 
330 WEST 42ND STREET 
NEW YORK, N. Y. 10036 


Please send me information on advertising in 
House & Home regional editions. 


NAME. 


COMPANY 


ADDRESS 


CITY — ESTATE 1 ZIP 


990900000000000000000000000000000000000000000000000000000000000000000000000000000000 


€90900000000000000000000000000000000000 


Textured Leather Marlite 


Textured Wormy Chestnut Marlite 


Want soilproof walls with authentic texture? 


arlite has the touch. 


MARLITE BRANCH OFFICES AND WAREHOUSES: 1721 Marietta Bivd. N.W., Atlanta, Georgi 
11501 + 777 139th Avenue, San Leandro, California 94578. * 
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Phoebe Ave., LaMirada (Los Angele 


One touch tells you that Marlite Textured 
Paneling is a decorating idea with unlimited 
possibilities. 

This complete new line of wall paneling 
has texture you can actually feel. And soi 
proof beauty you can wash. 

Choose from four distinctive designs and 


, add a new dimension to any interior. Tex- 


tured Wormy Chestnut captures every sur- 
face detail of a rare, costly wood. Textured 
Travertine duplicates a rich Italian lime- 


Marlite Textured 
Paneling goes up fast, 
adds a new dimension 
to any interior. 


stone. Textured Leather: the masculine good 
of top-grain cowhide. And Textured 
Tapestry: the luxury of hand-woven fabric. 
All four have Marlite’s exclusive baked 
plastic finish that wipes clean with a damp 
cloth. Marlite resists heat, moisture, stains 
and dents—stays like new for years. 
Add the sales appeal of Marlite Textured 
Paneling to your interiors. Consult Sweet's 
File or write Marlite Division of Masonite 


Corporation, Dept. 122, Dover, Ohio 44622. 


Marlite 


PLASTIC - FINISHED. 


Decorator Paneling 


ANOTHER QUALITY PRODUCT OF MASONITE® RESEARCH 


Smith Place, Cambridge, Mi 
1.90638 * 2440 Sixth Avenue 


Circle 56 on Reader Servi 


inols 60160 · 39 Win 
* 1199 Great Southwest Parkwi 


Avenue, Mineola, L. 
Grand Prairie (Dall 


(New York) 
‘Texas 75050 


37 


Eigh products help you sell houses 


6500 SERIES 


Range Hoods! So why 
these new ones? 


7000 SERIES 
7100 SERIES 


7500 SERIES 


30% lower prices—that's why! 


Yes, Leigh is introducing two new lower priced 
Duct-Free hoods and one lower priced ducted 
hood. Use them to meet competition— with 
high quality hoods—and happier profit 
margins. And to generate sales for you, too. 

Take a look at the new 7000 series hood— 
lowest priced of the new Leigh Duct-Free 
hoods. Excellent for one home or a hundred 
(where the price advantage really shows). Easy 
filter maintenance makes it ideal for apart- 
ments. The 7000 series hood has two aluminum 
mesh filters, one for grease removal, one pre- 
coated with hexachlorophene to remove odors. 
Tenants can refresh both filters! 

The 7100 series hood has an activated char- 
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coal odor filter—and an aluminum mesh grease 
filter popular with homeowners. 

And—at rock bottom prices—the new Leigh 
7500series hood —7" round top duct. Ventilating 
performance in excess of F.H.A. requirements. 

These three series of new Leigh range hoods 
are yours in gleaming coppertone, luxurious 
shaded coppertone, or modern white. Remem- 
ber, Leigh hoods carry the finest appliance 
finish in the industry. 

In the four popular sizes. U.L. approved. 
3-way switch. Pre-wired circuit for easy hook- 
up. For full information—see your supplier. 
Or write for Bulletin 457-L. 

Circle 11 on Reader Service Card 
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6100SERIES E 


5200 SERIES 


5300 SERIES 


53000 SERIES 
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Leigh Building Product News 


-- and help you cut building costs too! 


Doorknockers with built-in 
viewers give homeowners the 
vital safety feature of a Leigh thru- 
the-door, wide-angle optical viewer 
set in an attractive doorknocker. 
Protection against unwelcome call- 
ers, Inexpensive. A house selling 
plus! Write for Bulletin 408-L. 
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Patented Leigh roof ventila- 
tor in aluminum or galvanized 
stecl. Roof proved, weather proved 
on thousands upon thousands of 
homes. One piece base, "Rol- 
Lock" collar, special baffle, 8-mesh 
screen. Ask for this ventilator by 
name — the Leigh 405. 

Circle 18 on Reader Service Card 
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Suspended ceiling system 
for kitchens, bathrooms, foyers. 
And soon, all through the house! 
Leigh offers grid hardware and a 
full assortment of 2’ x 2’ and 2’ x 4 
light diffusing or opaque panels. 
Ideal for new construction or re- 
modeling. Ceiling illustrated at left 
is formed of new Leigh dome- 
shaped panels. Crisp lines. White. 
Light diffusing and exceptionally 
strong. Easy to install. And eco- 
nomical — a Leigh ceiling often 
eliminates cost of plastering, paint- 
ing or tiling, and eliminates cost of 
fancy light fixtures. The savings are 
considerable. In fact, one of the 
most economical ceilings you can 
install is the combination of Leigh 
grid hardware and the exclusive 
Leighfoam opaque panels—perfect 
for remodeling large residential or 
nonresidential rooms. For complete 
information on the full line of 
Leigh suspended ceiling materials, 
write for Bulletin 438-L. 
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New dryer vents and kits by 
Leigh. For lowest cost venting of 
clothes dryers (ventilating fans, 
too). High impact hood, flexible 
GAMMA-POL duct with sections 
that thread together for runs of 
any length. See full line, write for 
Bulletin 411-L. 
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Air Control Super 38 base- 
board perimeter diffuser offers 
modern styling, modern features. 
One piece face can't chip, peel or 
rust. Removable for cleaning. Low 
priced. Made only by Leigh. Ask 
your heating contractor. Or write 
for Bulletin 321-AC. . 
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Automatic humidifier—A low-cost house: selling feature! Now carries 
Parents’ Magazine seal of Commendation. The new Air Control Turbo- 
Flo Humidifier, built by Leigh, runs on air circulated by the blower in a 
forced warm air system. It has no electric motor, requires no electric wiring 
at all. Low priced—less than S25 list! Yet has capacity enough for a 2,000 
sq. ft. house. Ask your heating contractor or building materials supplier! 
For more information, write for Bulletin 414-AC. 
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New balanced-suspension 
Full-Vu Doors. Captive nylon 
glide can't jump out of track, 
shares weight of door. Doors oper- 
ate smoothly, silently, never sag, 
even when extended in normal 
closed position. New widths. Five 
sizes. Write for Bulletin 468-L. 
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Shhhh — WHISPERVENT. 
Leigh's exclusive ventiluting fan 
turns so slowly it doesn't create 
noise. Yet it has enough capacity 
for a 55 sq. ft. bathroom. G. E. 
motor is guaranteed a full year. 
Lots more plus features. Write for 
Bulletin 329-L. 
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Call your supplier or write for more information. 


LEIGH PHODUCTS,INC. 


2567 LEE STREET, COOPERSVILLE, MICHIGAN 49404 
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Ey West Const Warehouse 
alif. Made in Canada 
tern Canada Salos Agency 


Wall to wall wood | 


NATURAL BEAUTY THAT CAN'T BE EQUALED 
Hardwood floors by Wood- 
Mosaic are the perfect way to sell 
up to the style conscious buyer of 
today. Haddon Hall, like all 
Wood-Mosaic floors, is based on 
classic design principles that never 
grow obsolete. 

Wood-Mosaic 
patterns and price ranges to fit 


floors come in 


every requirement of design and 
will outlast other floor coverings 
with a minimum of upkeep. 

They are the ideal way to sell 
the buyer who is looking for some- 
thing unique. 

Write for complete literature. 
And look for us in the Yellow 


SEE US IN SWEET'S [S] 


Pages. 


Wood-Mosaic 
CORPORATION 


§000 Crittenden Drive 
Louisville, Kentucky 40221 


99200000229 17 
Ki 2 


40 Circle 57 on Reader Service Card 


LETTERS 


Who's liable? 


H&H: Alsco Inc. is most appreciative of your 
favorable mention of its system of bonding 
and grounding metal-clad houses [Technology, 
Oct.]. 

However, we feel that the last paragraph 
[stating that without a manufacturer's war- 
ranty, the builder is liable for shocks caused 
by metal siding] may have been somewhat 
misleading. It is conceivable that a court might 
find an electrical contractor at fault for using 
faulty materials or labor and [thus] creating 
an electrical hazard. 

From the courts’ new interpretation of “un- 
limited liability,” “implied warranty,” etc., it 
appears that the plaintiff can sue almost any- 
one involved with a product. 

M. R. Columns, 
Alsco Inc. 
Akron, Ohio 


technical sales 


Critiques 


H&H: I agree with much of what you say in 
House & Home, especially with your market- 
ing concepts. 

But consider that the typical homebuilder 
builds perhaps 25 houses a year and does not 
generally have the broad view and overall 
judgment to place your avant-garde approaches 
in proper perspective. On the other hand, I 
realize you must not be hampered by medioc- 
rity in discussing causes, trends, and ideas. All 
I'm asking is that you realize your basic re- 
sponsibility to the small businessman and how 
“gospel-like” he considers the written word in 
House & Home. Your responsibility is not 
only to prod, awaken, stimulate, and suggest 
but also to lead the many unsophisticated 
homebuilders in a constructive manner. 

Before McGraw-Hill purchased House & 
Home, I and many other builders had just 
about given up getting a straight story or 
meaningful comment from the magazine. The 
new orientation has been more down to earth, 
realistic, and bread-and-butter-like, and I think 
House & Home has gained renewed status and 
prestige. 

I enjoyed your November editorial, and I 
agree with you completely. Local market con- 
ditions can vary the overall national statistical 
approach, as I have found on many occasions. 
Strangely enough, in the New Orleans area, 
basic low-cost housing is the hottest item 
going now, and it looks like it's going to be 
this way for the next four years. I would sug- 
gest that future articles point out that while 
we must look to the national trends, neverthe- 
less what is happening in a builder's particular 
local market is even more important. I have 
seen the New Orleans economy actually im- 
prove while the nation was going through a 
recession, and I have seen just the reverse, 


— 
CHANGING 
YOUR 
ADDRESS? 


new address below, 


ATTACH LABEL HERE 


Please give five weeks notice before change of address 
becomes effective, Attach mailing label here and print your 


1f you have any question about your 
subscription, Include address labe! with your letter. 


MAIL TO 
House & Home, 540 N. Michigan Ave., Chicago, III. 


This is still a very localized business with local 
market research and feasibility studies required 
for any builder's success. 

Jim RUSSELL 

Jim Russell Construction Corp. 

Marrero, La. 


H&H: I have been accused over the years of 
being less than generous in handing out com- 
pliments; however, I feel more than a little 
inclined to tell you of the excellent job you 
have done with House & HOME 
The features, the news items, and the edi- 
torials are well done and to the point. If the 
"Housers" of this age don't become profes- 
sionals, it "ain't your fault." 
Don L. Disk, president 
Don L. Dise Inc, 
Aurora, Ill, 


New name for 2x4s? 


H&H: The new lumber sizing as reported in 
your October issue news section is most in- 
teresting, especially in regard to the need for 
a new name for the lowly 2x4. 
We could call the 2x4 a 5-8 structural or 
a 5-8 sr. And so on for basic structurals: 
8-12sr for 2x6; 11-16sT for 2x8; 14-208 for 
2x10; 17-24sT for 2x12; 20-28sT for 2x14. 
The first number represents the actual cros 
sectional area of the member very closely: 
1.5x3.56—5^4s or a round 5, and the second 
number represents the nominal dimension 
cross-sectional area: 2x4—8, 2x6—12, etc. 
The two numbers would also represent very 
closely the minimal and maximal spans in feet 
for most structural conditions for that par- 
ticular size member. For instance: If a de- 
signer were to specify a rafter or joist, he 
would choose it relative to the structural con- 
dition, span, and member numbers. A 14-20sT 
would be readily selected for a floor joist in a 
house 32 ft. wide with 15 ft. spans. In other 
words, the piece is named not so much for 
what it is as for what it will do. 
GEORGE MOLBERG 
Duluth Area Institute of Technology 
Duluth, Minn. 


Correction 


Regarding your item on Eichler Homes 
ews, Nov.], this firm was the architect for 
some 2,300 houses built by Eichler Homes in 
the past six years and for the Central Towers 
and Geneva Towers projects, as well as asso- 
ciate architect for the Eichler Summit. 
CLAUDE OAKLAND & Assoc. 
San Francisco 
H&H inadvertently omitted Claude Oakland & 
Assoc, from the roster of top architects who 
have designed houses and apartments for 
Eichler Homes.—Ep 


Subscribers: HOUSE & HOME 
is available only by paid 
subscription, The publisher 
reserves the right to refuse 
nonqualified subscriptions. 
Position and company con- 
nection must be indicated on 
subscription orders forwarded 
to address shown at left. 
Unconditional guarantee: The 
publisher, upon: written re- 
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Gutter 
systems 

of rigid 
Geon* 

vinyl 

do not 

peel, 

dent, 

corrode 

or need paint. 


Every day our customers make the truly maintenance-free home 
closer and closer. Ideas like this make it so—a rain system 
that sheds water without being bothered by it, Decause it's closer to it. B.F.Goodrich 
made entirely of rigid Geon vinyl. 0 Geon vinyl does many things Chemical Company, Depart- 
for many building products...for windows, siding, conduit, pipe, gut- ment H-4, 3135 Euclid Avenue, 
ters, downspouts, shutters. And more will come. O We wouldn't say Cleveland, Ohio 44115. 


B.EGoodrich Chemical Company 


a division of The B.F.Goodrich Company 


homes will one day be 10096 
vinyl; but they're getting 
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Eljer has a 
| concrete solution 


for sidestepping 
| slab piercing. 


The Orlando floor-mounted closet The Sarasota bath features a raised outlet, 3½ inches from the floor, 
roughs-in through the wall. permits waste line to be installed through the wall. 


Eljer's floor-mounted fixtures with raised wall outlets cut 
slab piercing to a minimum! Permit roughing-in right through 
the wall. 

Orlando toilet and Sarasota bath are quickly and easily 
installed. Save you time and money. Orlando fits flush with 
the floor and wall. Features a full-angle back and base for 
easy cleaning. 


Both Sarasota and Orlando are available now through your 
Eljer plumbing contractor. For information about more Eljer 


on-the-job time- and money-sovers, call yourcontractor 55 
WASTER i 4 
or write Eljer Plumbingware Division, Wallace-Murray — | JJ. 
Í RAFTE ] 7 ] 7 5 


Corporation, Dept. HH7, P.O. Box 836, Pittsburgh, Pa. 15230. = SINCE 1904 FINE PLUMBING FIXTURES 
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EDITORIAL 


Let's stop kidding ourselves 


House & Home 


January 1967 


Our programs to house the poor do not cut the mustard 
and it's time we all faced up to a few hard facts 


Fact No. 1: 'There are today in the U.S. almost ten million fami- 
lies who anyone reading this page would describe as poor. 

Fact No. 2: About half of these families are virtually trapped 
in cramped and often stinking quarters in our urban cores, 
where they erode the tax base and hasten the flight of businesses 
and the affluent to the suburbs. 

Fact No. 3: FHA's 221d3 program and rent supplements are 
workable, but they are a drop in the bucket and will remain so. 
Why? Because it is bad politics to give some borrowers a subsi- 
dized interest rate while everyone else pays up to 7% and to 
pay part of someone's rent because he doesn't earn enough to 
pay it himself. 

Fact No. 4: Public housing can't do the job either—partly 
because it, too, is bad politics and partly because of its un- 
usually high cost. Over the past decade, public-housing con- 
struction has averaged 20,000 new units a year, even though 
the average authorized has been 30,000. And if Congress au- 
thorized 30 times that amount for the next ten years, the total 
would still not be enough to house all the families who live in 
one kind of slum or another. 

Fact No. 5: Urban renewal programs have not involved 
much low-income housing because local agencies have not de- 
signed them for that purpose. 

Fact No. 6: Rehabilitation of old and dilapidated housing is 
workable only on a block-by-block basis, and it's too risky to 
tempt private enterprise on big jobs. Rehab costs cannot be esti- 
mated with anything like the accuracy of new construction, so 
they can range from 5046 less than new-building costs to 50% 
more. 

Fact No. 7: There's a steady increase in substandard housing. 
In New York City, for example, the number of substandard 
units has risen from 420,000 to 520,000 since 1960. Replacing 
these slum dwellings with state-subsidized public housing would 
now cost roughly $14 billion. And New York City is not about 
to get more than a tiny fraction of that amount for existing 
programs. 

The latest anti-slum plan—known informally (and errone- 
ously) as the Comsat Corporation for Housing and formally as 
the Urban Development Corp. (see p. 18)— is bold and vision- 
ary. But it is already shackled by what it ignores. 

As a first step, upc would buy and rehabilitate 30,000 dwell- 
ing units in at least three cities. In the next decade it would 
build 4,344,000 units and rehabilitate another 656,000. Total 
tab: $50 billion. 
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What may kill this plan is that its sponsors start out by over- 
looking two basic factors: 

1. Most Americans and their elected representatives will not 
accept the subsidizing of home buyers and renters. This coun- 
trys economic development, created by private enterprise, 
generates an almost passionate belief that subsidizing people 
not only does them no good but is also morally wrong. Evi- 
dence: the almost futile efforts of all our low-income housing 
programs over the last 30 years. 

2. Construction costs—excluding land—are already dirt 
cheap. But upc envisions new technology to cut costs in half 
in ten years. Apparently, the upc sponsors didn't do their 
homework on costs. Otherwise they would have realized that 
the direct building cost of the average house, priced at $22,000 
in 1966, was only $12,000. The house included two baths, full 
air conditioning, and 1,600 sq. ft. of living area. So its cost per 
sq. ft. was only $7.50. What's more, a few builders have sq.-ft. 
costs of under $6.50, and some mobile-home makers get below 
$6. Fact is, we couldn't build mass-produced housing any 
cheaper if we used mud block. 

Actually, there is a better, more politically palatable way to 
provide low-income housing: Don't subsidize people; subsidize 
the land. Such a subsidy would simply involve municipal 
ownership and improvement of new-housing sites. It would 
be a one-time, known-price tag on the land alone, and the city 
could own the land in perpetuity. 

On this land private enterprise could provide good housing 
—two- and three-story townhouses at densities of 20 to 30 per 
acre—for $60 to $70 a month, including amortization, manage- 
ment, and realty taxes equivalent to those on the original slum 
property. 

All of this discussion springs from two very real forces: 

First, housing the poor better may soon become a hard 
political fact of life. In California today, one-third of all 
families can't afford to buy or rent a new dwelling unit. They 
represent a political force that, if aroused, could vote in its 
own form of housing subsidy. 

Second, like it or not, we are already subsidizing the poor 
in our slums, A slum exacts a subsidy from a city in the taxes 
it does not pay, in the extra police and fire protection it needs, 
and in the social and economic problems its residents create. 

To sum up, if present programs to house the poor won't 
work, we've got to find programs that will. 

RICHARD W. O'NEILL 


57 


E 


Idea houses 
designed 

to wake up 

a slow market 


If there’s a grain of comfort to be salvaged from 
this time of tight money and lagging sales, it’s that 
homebuilding is emerging with a better product. 

There has been a marked change in just the ten 
months since House & Home’s last Idea-House issue; 
the houses shown on the next 30 pages are, as a 
group, better planned and better designed, and they 
offer more of those elusive but all-important qualities, 
livability and sales appeal. More specifically: 

Floor plans are more efficient, even though the 
price of better traffic and more privacy has often 
been a more complex structure. 

Design is more exciting, and the excitement comes 
less from the desire to attract attention than from 
an effort to create a more spacious and more inter- 
esting environment. 

Outdoor living is better integrated into the plan. 
The trend to courts and atriums is not new, but this 
year it is obvious that architects and designers see 
these areas not as novelties but as a real part of the 
house and its environment. 

An interesting sidelight: Three of this year's Idea 
Houses are sponsored by manufacturers and/or as- 
sociations (the photo at left shows the entrance of 
one of them), and they are among the most interest- 
ing in the entire portfolio. This is an encouraging 
change from previous promotion houses which, too 
often, were overloaded with proprietary products and 
materials. 

For details on the house whose entry is pictured 
at left, turn the page. 


George Szanik 


continued 
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WINDOWLESS FACADE (view / in plan) faces street for privacy. Bedroom wing over carport is supported by glue-lam beams on concrete piers 


Here’s a reverse twist on contemporary California living: a house 


that brings its outdoors indoors 


The central feature of the house is a 44’-long living 
room that is, literally, half garden. Rocks and shrubs 
line the flagstone “hallway” that leads from the entry 
(left); and there are two indoor pools, one in the entry 
and one in the living room. 

Significantly, while this is a promotion house, big 
Builder Ray Watt (he has built 20,000 houses in the 
Los Angeles area) has made it his first model in a new 
600-acre luxury project. Its purpose: to provide a 
showcase for new materials, equipment, and building 
techniques. Visitors’ preferences will be studied with 
an eye to incorporating some of the ideas in Watt's 
future production homes. Innovations include 8” sand- 
blasted concrete walls around the living-room wing 
and an 111%’ living-room ceiling with glue-lam beams 
that span 32’, 

The house has 2,800 sq. ft. of area, 700 sq. ft. of it 
in interior gardens, and is tentatively priced at $85,- 
000. Sponsors are the Southern California Gas Co., 
Southern Counties Gas Co., Wood Information Bu- 
reau, Portland Cement Assoc., and Ceramic Tile 
Institute. 


BUILDER: R. A. Watt Co. 

ARCHITECT: Raul Garduno & Assoc. 

STRUCTURAL ENGINEERS: Birnbaum-Erickson & Assoc. 
LOCATION: Pomona, Calif. 


LIVING-ROOM ENTRANCE 2) is a stone walk 
flanked by gardens. Sunken fire pit is at rear. 
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Richard Gross 


SWIMMING POOL (3) fits into L be- 
tween wing, rear, and living room, right. 


WIDE STAIRS 14) lead from sunken living room 
to dining room-kitchen level and rear pool. 
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IDEA HOUSES continued 


Beadle, courtesy House & Garder 


STREET VIEW (I in plan, p. 65) shows only fences and gable roof. Fencing is not standardized; buyer gets a package of stakes, plans his Own terraces. 


Behind its fenced facade, this house is a combination of simplicity 


and almost unlimited flexibility 


From the street, this house is an intriguing and 
seemingly complex structure surrounded by rustic 
fences. Actually, as the aerial view at top right shows, 
it is a simple rectangular box; its distinction is that 
every room opens to a patio. Front patios are shielded 
from the street by grape-stake fences, and trellises of 
the same material serve as overhead sun screens. 
The house itself is made up of three separate areas 
(see plan, p. 65). The center section, topped by a gable 
roof, includes the kitchen, dining room, and sunken 
living room. Bedroom wings with flat roofs are added 


to either end, and herein lies the house's flexibility. 
The wings can be as large or small as desired and can 
be laid out in any fashion without changing either the 
basic appearance or concept. (One alternate bedroom 
layout is shown in the plan.) 

Built by Emil Hanslin in New Seabury on Cape 
Cod, this is intended primarily as a vacation house. 
In the form shown here, it provides just under 1,600 
sq. ft. of living area and has three bedrooms (the 
master bedroom and den can each be divided into two 
rooms) and 2*2 baths. Price, with land, is $29,900. 
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FRONT AND REAR PATIOS (J) are visible in 
end view. Eave trellises extend 3' as sun shields. 


BUILDER: Emil Hanslin & Assoc. 
ARCHITECT: Bedar & Alpers 
LOCATION: New Seabury, Mass. 
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AERIAL VIEW of front (2) shows relation of terraces to the basic house. Entrance is under trellis in foreground, service yard at far right. 


Beadle, courtesy House & Garden 


ENTRANCE WALK (4) is covered by grape 
stakes, paved with tile (see cover photo). 
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IDEA HOUSES continued 


Photos: Beadle, courtesy House & Garden 


continued 


SANDBOX PATIO (5), a fenced 20x30 yard, 
opens from children’s bedroom via glass doors. 


DEN (7) can be divided into two bedrooms, each 
with its own glass door to a rear patio, 


LIVING ROOM (6) has cathedral ceiling and 
prefab fireplace flanked by built-in couches. 
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Neatly separated living areas give this modest-sized model the livability 
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of a much larger house 


And this livability, combined with simple, attractive 
design, has made the house not just the fastest seller 
for its builder (70 sales in ten months), but the second 
fastest seller in the entire Seattle market. 

The plan has three clearly defined areas: 

1. A formal area with living and dining rooms and 
the kitchen. The kitchen also serves the adjacent family 
room and forms a buffer between the family room and 
the formal area. 

2. A children's wing with three bedrooms, one bath, 
and a family room and laundry wall. The family room 
takes traffic to the bedrooms, so no space is wasted in 
hallways. A short corridor leads to the garage. 

3. A master-bedroom suite in the front of the 
house. It is separated from the living room by the 
main entry. 

The garage, reached directly from the family room, 
includes utilities and a large storage or work space. 

Price of the house without land is $21,950; it is 
being built in three projects. 
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VIEW FROM LIVING ROOM (5) shows tiled 
entry foyer and double doors to master bedroom. 


BUILDER: Bell & Valdez 
ARCHITECT: Laurence S. Higgins 
LOCATION: Seattle 
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REAR PATIO 


DRESSING AREA 
vanity at right, 


U-SHAPED KITCHEN 


(3) is sheltered by two wings of 
house. Family room is behind glass doors at rear. 


(2) opens to family room, 
right, across counter that doubles as snack bar. 


AES 
(4) in master bedroom has 


Bathroom is behind wall, left. 
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Photos; Joseph Molitor 


GAMBREL-ROOF MODEL (2) has pup dorm- 
ers for two second-floor bedrooms and bath. 


FIREPLACE NOOK in family room (view 7 in plan) is finished in dark planking, Study is through door at left, Kitchen behind snack bar at right. 


Authentic early-American flavor is just as important inside the house 


as it is on the outside 


The heart of this house is a huge family room, the 
modern counterpart of the old colonial family 
kitchen. And the heart of the family room is the 
massive fireplace pictured above. The walls and ceil- 
ings immediately adjacent to it are planked with 
rough-sawn cedar stained dark, and the floor is brick 
laid flat. 

The secret behind the family room's size is that 
while the house looks like an ordinary two-story, it 
is actually a salt box. And, as the plan shows, the 
extra area at the rear of the first floor makes pos- 
sible both the family room and the study next to it. 

The house has been built with two different ex- 
terior styles: a gambrel-roof model (shown in plan) 
and a gable-roof model with garrison overhang. In 
both cases, a garage and breezeway are angled off 
from one rear corner. The garage has a second floor 
which can be finished off as two generous bedrooms 
and a bath; and the breezeway includes a large mud- 
room and a half bath. The gambrel-roof model, with 
2,400 sq. ft., is priced at $43,000 without land, and 
the garrison, with 2,600 sq. ft., at $50,000. 


GARRISON MODEL gets bigger second floor 
from overhang, Note 4" exposure of claphoards. 
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U-SHAPED KITCHEN (3) is adjacent to both family room and dining room. Door next to bay window at right leads to mudroom and garage wing. 


BUILDER: Heartlstone Homes Inc. 


ARCHITECT; Lynedon Eaton 
LOCATION: Weston, Conn, 


BEDROOM. 
16-5" 2A. 


2 " MUDROOM(4) in breezeway holds laundry, left, 


and extra sink, Door at right leads to garage. 
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This spectacular house is for buyers who want contemporary design 


but can't afford custom prices 


Its builders, who normally do custom contemporaries 
in the $75,000-to-$150,000 class, feel there is a small 
but strong market among young buyers who appre- 
ciate contemporary design but whose budgets limit 
them to an under-$40,000 house. Apparently they 
are right; since last winter, they've sold some $500,- 
000-worth of houses based on this model. 

Next to its soaring vaulted roof, the model's chief 
attraction is its flexibility. Four posts support the 
curved glue-lam beams in the main building, so no 
bearing partitions are needed, and rooms can be laid 


out to suit each buyer. Light comes in through sky- 
lights in the main room and over the family reom, 
and through clerestories above the top plate. 

The unusual structural module—13'—is based on 
the span of the T&G pecky-cedar roof decking between 
roof beams. Partitions are 7’ high, and interior plastic 
skylights are built over rooms, such as baths, which 
require acoustical privacy. Other rooms are com- 
pletely open to the vaulted roof. 

The house has 1,900 sq. ft. of living area and is 
priced at $39,500, including land. 
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REAR ELEVATION (2) has two 13' sliding glass 


doors opening to terrace from living room. 
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ENTRY (5), beyond folded doors, has terrazzo 


GARAGE WING (3), seen here from street, is a 
smaller-scale version of the main house. 


3 
eee N. 


STRIP-PLASTIC SKYLIGHT (4) bridges gap 
between main house, left, and garage wing, right. 


BUILDER: Architectural Enterprises 
ARCHITECTS; Erickson & Stevens 


floor with planting area in center. LOCATION: Palatine, IIl. 
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STREET ELEVATION (view J on plan) has garage entrance below bedroom wall and sheltered deck. Gate at left of garage leads into walled entry court. 


If you think a narrow lot puts restrictions on indoor-outdoor living, 
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Photos: Julius Shulman 
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WATERFRONT ELEVATION (2) has jutting decks, Frames at left hold windscreens, 


P" oy 
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around this waterfront model 


The lot is only 50’ x 100’, and the house takes up 

more than half of it, Yet there are 1,100 sq. ft. of 

walled entry court and garden, nearly 900 sq. ft. of 

deck around the first floor, and more than 800 sq. ft. 

of deck opening off the bedrooms on the second floor. 
Careful siting is the key to all this outdoor area. 

The house is built right on the 5’ setback line on one 

long side and as close to the street as possible. This 

leaves space for an 18'-wide terrace and garden on 

the other long side and for a 14^ deck (which ex- z an 

tends 3’ beyond the seawall) in the rear. ENTRY COURT (3) leads to inset front door at 
Despite its narrowness (24’), the floor plan is right. Upper deck opens off master bedroom. 

efficient. On the first floor, the living, dining, and 

family rooms and the kitchen are wrapped in a U 

around a large, two-story entry hall; the laundry 

and a half-bath are tucked into a corner of the garage. 

The second floor is divided into two areas, with a 8 

master- bedroom suite on the end facing the water ARCHITECT: Thomas & Richardson 


and three bedrooms and two baths on the street. LOCATION: Huntington Beach, Calif. 
Total living area is 2,600 sq. ft. Price of the house 
on a $40,000 lot is $79,900. 


LIVING ROOM (4) has glass walls on two sides. 
Glass doors open to deck in foreground. 


MASTER BEDROOM (5) has decks on two 
sides. Top of windscreen is visible at left. 
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BUILDER: Contemporary Homes 
ARCHITECT: Joseph A. Ward 
LOCATION: St. Louis, Mo. 


A two-story center section gives this house a dramatic living room plus 


an isolated master bedroom 


The 35' x 20' section cuts across the middle of the 
house like the crossbar of a T. Its walls are slightly 
more than 12’ high—less than two full stories, but 
more than enough for a second-floor room with a 
vaulted ceiling (below). And the section's full height 
gives the living room a spacious feeling all out of 
proportion to its relatively modest (20' x 15^) dimen- 
sions. 

Placing the master bedroom on the second floor 
makes possible a compact, well-zoned plan. Two 
more bedrooms and a bath occupy a wing on one 
side of the two-story section, and the entry, dining 
room, kitchen, and garage are on the other side. The 
family room is below the master bedroom in the 
center section. Total living area is 2,350 sq. ft. 

Like most of the builders models, this one is 
available in the more-or-less traditional style shown 
here or in a contemporary version with a full-width 
living-room window wall, Basic price with basement 
is $32,450 on a $4,500 lot. Extras include a rear- 
entry garage, $550, and an all-masonry chimney, 
$765. 


MASTER BEDROOM (2) has low side walls, 
cathedral ceiling, and dark-stained collar beams. 


TWO-STORY LIVING ROOM (view 1 in plan) 
is dominated by brick fireplace wall and chimney. 
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Photos: R. Hostkoetter 


ay ea qum — 


MOTO 
ing-room window, Wing at right has two bedrooms and a bath; wing at le itchen, dining room. 


— " Y Y 
FRONT ELEVATION (3) 


^ 
| 
FAMILY 
4j ba, BEDROOM 
1346. 135" 
| | 
| | 
| 
GARAGE E 3 
18-4* x 25A" y [ | 3 9 
c: ME, P A 
DINING VENTE i | 
Daly CZ B IURECONL 
14.0" 40 
UPPER, PART 


LIVING 
4g! 1x 142." 


"n 
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EATING BAR (5) with surrounding cabinets 
separates kitchen, left, from breakfast area. 


FAMILY ROOM (4) shares see-through fireplace 
with living room on other side of brick wall. 
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TERRACE FENCING (vie 
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w J in plan) of alternating masonry and wood panels, an 


This is a Florida house, but its efficient plan would make sense 


in any part of the country 


Reason: The plan is compact—and hence provides 
maximum living space at minimum cost—but it is not 
cramped. Specifically: 

A big bathroom-dressing area in the master suite is 
positioned so that it can double as a guest bath. 

A lavatory sink in the bedroom hall takes some of 
the load off the second bath and also provides a place 
for light laundering. 

An L-shaped kitchen is wrapped around an inside 
corner, making it possible to serve the widely sepa- 
rated family and dining rooms. 
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The children's bedrooms are close to the informal 
family room and well separated from the formal liv- 
ing room. 

Even though the house has been duplicated only 
once, it has amply fulfilled its basic role as an "idea 
starter" for the builder's custom-house community. 
In the form shown here it has 2,000 sq. ft. of living 
space and is priced at $29,990 without land. Minus 
options like the shake roof, front fencing, hall lava- 
tory, and built-in bar, the price can be as low as 
$24,600. 


Flanking walls enclose front terraces. 


HOUSE & HOME 


Photos: Nelson Medina 


L-SHAPED KITCHEN (3) extends into family 
room. Louvered doors cover pantry shelves. 


BUILDER: Sunstate Builders Inc. 
ARCHITECT: Russell J. Minardi DRESSING ALCOVE (4) is part of master suite 
LOCATION: Tampa, Fla. (through door) but is also handy for guests’ use. 


FAMILY ROOM (5) has optional built-in bar, 
left, and free-standing fireplace with metal hood. 
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FRONT ELEVATION (view / in plan) shows garage wing, ornamental gates and wall of entry court, and bedroom wing. All active-living areas face the rear. 


Here's proof that there's still a lot of life in the L-shaped ranch if it's 


handled with imagination 


The difference between this house and the run-of-the- 
* mill ranch, which has been around for years, lies 
chiefly in its carefully arranged plan. Items: 

The garage has been moved from its usual position 
at the end of the house to the front, creating a U 
which encloses a deep entry court. 

Four areas—the family room, dining room, living 
room, and master bedroom—have sliding glass doors 
opening to a rear terrace. 

The kitchen and family room, informal (and often 
noisy) areas, have been moved to one end of the 
house, where they are well separated from bedrooms 
by the living room, dining room, and entry hall. 

A hall between the kitchen and garage keeps traffic 
out of the family and dining rooms. 

A plywood-skin, folded-plate roof allows the com- 
bination of a cathedral ceiling and long glass wall in 
the living room. 

; One large bedroom—it’s 24’ long—can be made 
x x = - s cs into two rooms with a folding partition. 

i The house has 2,130 sq. ft. of living area. Price 
without land: $35,000. 
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Photos: Hedrich-Blessing 


FIREPLACE WALL (3) separates formal living 
room, foreground, from dining room at left, 


ENTRY COURT (4) leads to double front door. 
Siding is epoxy coating with sand aggregate. 


BUILDER: Kepler/Clark Ltd. m P x 5 
arcuitect: George Hugh Tsuruoka FAMILY ROOM (5) doubles as informal dining 


LOCATION: Downers Grove, Ill. area. Door at left leads to back hallway. 
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OUTDOOR ROOM (view / in plan) has redwood deck, perimeter sun screens. Lower doors lead to living room, upper ones to master-bedroom suite. 


If outdoor privacy is a problem, why not enclose the terrace so 


it becomes an outdoor room? 


This house will eventually be close to a neighbor 
because it is on a small, waterfront lot. So Architect 
Robert Engelbrecht planned a big deck (over 400 
sq. ft.) off the living room, designed a wall across 
the side facing the adjacent lot, and pierced the wall 
with jalousie windows (at right in photo above). 
Result: a completely private outdoor area contrast- 
ing dramatically with the living room, which is win- 
dowless on three sides. 

The master-bedroom suite was also designed for 
privacy. Built over the living room, it has four glass 
doors opening to a deck (above) and screened by 

"e extended walls that match the roof overhang. 
SIDE VIEW (2) shows deck, left, walled on one Since the house is sponsored by a California lum- 
side and open to view of lagoon on the other. ber manufacturer, it is not surprising that redwood is 
used extensively for walls, decks, and interior finish. 
And although the second-floor walls are sloped in 
mansard-roof fashion, their surface is board-and- 
batten redwood. 

The house includes 1,800 sq. ft. of living area, not 
counting the deck. Price is $70,000, nearly half of 
which represents the price of the lot. 


LIVING ROOM (3) has fireplace at one end, 
with steps leading up to foyer on cither side. 
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Photos; Ernest Braun 
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TWO-STORY GLASS WALL (5) separates entry 
court from foyer and open staircase. 


GARAGE 
24O" x 4640" 


BUILDER: Simpson Timber Co. 
ARCHITECT: Robert Martin Engelbrecht 
LOCATION: San Rafael, Calif, 


MASTER-BEDROOM SUITE (6) has two dress- 
ing room corridors that lead to central bath. 
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REAR ELEVATION (view / in plan) shows shed roofs pver wings, gable roof over center living room. Siding is stained vertical boards. 


Look what the H plan can do for a house: two sheltered courts plus 


ard Averill Smitt 


FOYER (2) gets daylight through glass gable end 
and glass panels flanking door to entry court. 


FRONT ELEVATION (3), with roof connecting 
side wings, has relatively conventional look. 


82 


three well-separated living zones 


The legs of the H contain the bedrooms on one side 
and the kitchen, family room, dining room, and ga- 
rage on the other. The crossbar includes the foyer, 
opening into a walled front-entry court, and the 
living room, opening into a large rear patio. The 
master bedroom and family room also have glass 
sliding doors leading to the patio. 

This is an unusual house for Long Island (which 
spawned the raised ranch and the splanch), and 
there’s a marketing story connected with it. Soon 
after the model opened, the builder found that more 
than half of the prospects who placed deposits on it 
were canceling out. So he started screening prospects 
more carefully. If they were creative people—artists 
or writers, for example—he asked no questions. But 
to others he pointed out such practical drawbacks as 
higher heating costs and the difficulty of washing high 
windows, then suggested his more conventional 
models, Result: Dubious buyers chose his other 
models, and cancellations dropped to zero. 

The house has 1,750 sq. ft. of indoor area. Price 
without land: $20,990. 
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LOW BRICK FIREPLACE (6) with a metal 


chimney separates living room from foyer. 


BUILDER; Pickwick Organization 
Location: Brookhaven Township, N.Y. 


FAMILY ROOM (7) is a dead-end area past 
kitchen, Glass doors at right lead to patio. continued 
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UNUSUAL ROOF DESIGN (view ] in plan) is a key factor in model's non-boxy look. Shingles add traditional feeling to contemporary lines. 


This model should once and for all squelch the idea that a small 


house has to be an unimaginative box 


It has just 1,400 sq. ft. of living area, and at $29,950 
(including land) it is the lowest priced of four models 
in its community. Yet it offers a quality of design and 
a degree of livability seldom found in houses twice its 
size and price. For example: 

While it is indeed a box, and a flat-roofed box at 
that, its squareness is relieved at one end by a raised 
gable-roof section, which also admits extra light to 
the living room and master bedroom. 

Texture is provided inside by planked decking, 
painted white, and outside by cedar shingles. 

Deep overhangs in the front and back keep sun 
and rain off glass walls, and the garage roof is ex- 
tended to form a sheltered entrance walk (left). 

Although there is a clearly defined dining area, it is 
positioned so that it can also work as an extension of 
the modest-sized living room. 

A compact bath-and-dressing area is partitioned off 
at the far end of the master bedroom. 

Outdoor areas are accessible from every room in 


ENTRANCE WALK (2) is sheltered by a post- the house; and those in front are screened by the 
supported extension of the flat garage roof. garage on one side and a high wall on the other. 
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PEAKED CEILING (3) with heavy rafters and 
collar beams gives living room a spacious feeling. 


BUILDER; Sunset International Petroleum C ‘orp. 
ARCHITECT; Fisher-Friedman Assoc. 
LOCATION: Novato, Calif. 
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Photos: Don Meacham 


GABLE WINDOW (4) permits both privacy and 
light in master bedroom, Door leads to bathroom, 


FAMILY ROOM (5) is Separated from kitchen b by 
cating counter, White ceiling adds brightness. 
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House 16 — 


Here's a lesson in small-project planning: how to maintain unity in a 


The project, shown above from the rear, consists of 
four houses, each on a !4-acre lot and the biggest 
priced at well over $60,000. Buyers in this price 
range want one-of-a-kind houses; but these houses are 
so close together that without some design consist- 
ency, the result could have been a hodge-podge. 


"n 


House 13 


areas a sheltered southern exposure. 

The solution to the design problem is shown above. 
All four houses are colonial in style, and continuity 
comes from the common use of horizonal siding and 
stucco. The mass of each house is kept to the north 
end of its lot (land plan, above at right), leaving the 


south end free for terraces. Wood fences on three 
sides help maintain privacy. 

The houses themselves are completely individual, 
as you can see below and on the next two pages. 


The site itself, although it looks simple, also pre- 
sented problems. It is treeless; two of its lots are 
corner lots; and its orientation made it necessary to 
turn the houses sideways to give the outdoor-living 


This modified Cape Cod was designed with an eye to 
either an older couple or a younger couple whose 
children are yet to appear. The 1,330-sq.-ft. first floor 
includes two bedrooms and two full baths; the second 
floor, with 630 sq. ft., was sold unfinished, but is 
planned for two more bedrooms and a bath (and was, 
in fact, completed soon after the house was sold). 
A partly walled breezeway connects the house and 
garage and also serves as a covered entry porch. 
Price, minus land and broker’s commission: $31,000. 
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House 15 


group of high-priced houses without sacrificing their individuality 
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From the front, this is a colonial two-story with an 
integral garage wing; from the rear (photo, top of 
page), it is a salt box with a porch tucked under the 
low side of the roof. There are actually two entrances: 
a pair of louvered doors (next to the garage) opening 
into a breezeway and, off the breezeway, the front 
door proper. 

The house has 2,200 sq. ft. of living area, including 
four bedrooms, 2½ baths, and a large front family 
room. There is also potentially usable space over the 
garage. Price: $40,000. 


BUILDER; Benedict Yedlin Inc, 
ARCHITECT: William Thompson 
LOCATION: Princeton, N. J. 
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IDEA HOUSES continued 


Unlike the other houses in the four-house group 
shown cn p. 86, this one is walled off from the street. 
Because it occupies the corner lot on the south end of 
the small project, a south terrace, used with the other 
houses, would lack privacy. So outdoor living was 
moved into an east-facing front court that's walled 
for visual privacy and to reduce noise from a school 
across the street. The house was sold with 2,020 sq. 
ft. of finished area and a 620-sq.-ft. unfinished second 
floor. Price without land and broker's commission: 


$46,000. 
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Photos: Joseph Molitor 


From the street, this looks like a conventional colo- 
nial. Actually, it is an L-shaped house with its main 
axis at right angles to the street. A shallow wing, at 
left in the photo above, includes the living room, the 
master bedroom, and a two-story rear porch, shown 
in the photo at right. The plan, with its relatively 
isolated master suite, was designed for a family with 
older children, and a big family room, for teen-age 
entertaining, was placed at the far end of the house 
from the living room. Indoor living area: 2,700 sq. ft. 
Price: $42,500. 
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ROUND TABLE: 


Forty-three mortgage lenders, bankers, builders, manufacturers, and 


government officials face up to the housing crisis brought on by . . . . 


TIGHT MONEY 


Round Tahle 


Chicago Heights, 


resident 


Milton Brock Ir. Biv Ux vin ; e 


M.J. Brock & Sons ] 3C EM / : i a 
Los Angeles : : - : i 


F. Coin Campbell 
Atlanta 


Lewis Cenker 
Atlanta 


Fred G. Fett Jr. 
Fett Developing C 
Atlanta 


Eugene A. Gulledge, | ri Bank Board 
National Associati i E 
Greensboro, N.C. 


Roger W. Lade 
Ladd Enterprises 
Crystal Lake, Il. 


Vincent Mazzara 
Home Insulating G 


Birmingham, Ala. ice president, finance 


: k Co. 
Fred P. Meagher 
Meagher Constru 
Primos, Pa. 


J.C. Neely, president 0 
Alcan Design Homes Ltd. | d Atlanta 
Montreal, Quebec 


i ; ey Robert Tharpe Sr., chairman of the board From House & Home 
Alexander B. Paulsen Stockton, Whatley, Davin & Co. Tharpe & Brooks Inc, Moderator: Richard W. O'Neill, editor 
Howard Beach, New York Jacksonville, Fla. Atlanta Edwin W. Rochon, financial editor 


90 HOUSE & HOME 


Housing was facing a series of unprecedented financial restric- 
tions when House & Home called this Round Table on tight 
money in September. Builders first found that mortgage com- 
mitments had become scarcer and scarcer, and when they could 
lay their hands on a dribble of take-outs, they were further 
‘shocked to find that construction money had disappeared. 

What money was available, especially for rental apartments, 
often carried rates, terms, and conditions far more stringent 
than most builders would accept. Interest rates rose to their 
highest point in 40 years, and housing starts began a precipitous 
slide after a strong first six months. 

The Round Table, in Atlanta, was invoked to put all of hous- 
ing's financial problems into perspective. More than 40 leading 
finance men, builders, manufacturers, and government officials 


Consumer spending, industrial expansion, 
and the needs of war are taking so much 
savings that housing is suffering 


The slices of the money pie traditionally taken by other borrow- 
ings used to leave plenty of money for long-term investment in 
mortgages. But the recent explosive expansion of our economy 


spent two days examining the state of the industry and exploring 
courses of action that could offer some relief from present strin- 
gencies and, more importantly, debating long-term improve- 
ments in housing's financial methods and instruments. 

As expected, they came up with no glib and easy answers. 
They did ask that the FHA interest rate go to 6% (it since has), 
they endorsed the idea of a private central mortgage facility, 
and they urged a nationwide effort by the housing industry to 
educate pension funds to the advantages of putting a larger share 
of their assets into insured residential mortgages. They also em- 
phasized that housing can still be sold at higher interest rates if 
it is made attractive enough to potential buyers and if buyer 
motivation is really understood. On the next seven pages are the 
highlights of the discussion. 


vide mortgages for right now. Savings and loan associations 


has outrun savings and cut heavily into housing's slice. 


Clarke Stayman: Adequate 
funds are available in many 
financial institutions for a good 
mortgage. But I do not believe 
there are adequate funds at this 
time. for all mortgages. The in- 
dividual mortgagee can be taken 
care of on an individual basis, 
but the national market has dried 
up and will remain dry for some 
time. 


George De Franceaux: Aren't 
we forgetting that we're going to 
have a very drastic cut in produc- 
tion? We still have amortization 
going on; we still have money 
being paid back into the banks. 
We will see some switches to long- 
term traditional type savings, and 
then we'll see more money coming 
back into this market. 


Robert Pease: Where is the 
money? Where is the credit? We 
have the most unusual conditions 
in the last 30 years. 

The Chase-Manhattan Bank is 
about 83% loaned-out of deposits. 
It used to be that 60-65% was a 
high loan position, now banks in 
Chicago are 78% and 79% 
loaned. On top of this you've got 
$40 billion of cps floating around 
on a 30-day to two-year delivery 
program. Savings and loans are 
tighter than a drum. 

We've got the Vietnam War. 
We've got the greatest retail boom 


JANUARY 1967 


we've ever had. Add Christmas 
business, crop borrowing, and 
then $4.5: billion in maturing CD's 
in the next 30 days, and we've 
Bot a credit situation that can't 
expand ten cents. 


Eugene Gulledge: People just 
aren't willing to save to provide 
money for long-term investments, 
so everybody including the federal 
government has to use short-term 
rollovers. We must restore incen- 
tives so people will want to save. 


Richard O'Neill: Will there be 
any easing of long-term mortgage 
funds, excepting federal pro- 
grams, within four months? What 
about six months? 


Phillip Greenawalt: 
qualify it? We've already had an 
easing of long-term funds com- 
pared to three or four months ago. 
I don't know about other mort- 
gage bankers, but we have all the 
long-term funds that we can pro- 


May I 


True, the cost is high. 


Edwin Rochon: To sum up: 
When will the cooling come? 
Second: how much easing has 
there been in the mortgage mar- 
ket? Third: When will credit de- 
mand slacken? It all depends on 
when the boom tops out, and 
there are signs that this is here 
now. 

One of the signs of the top is 
the sudden rise in interest rates. 
Another is the decline in the stock 
market. A third is that the general 
price index on industrial products 
has begun to ease. All this cer- 
tainly won't be communicated to 
mortgage interest rates imme- 
diately. 

Certain favorable developments 
in the mortgage market have been 
taking place through the summer. 
The New York State Legislature 
did pass a law to let savings banks 
go out of state to acquire conven- 
tional mortgage loans, and we 
now have banks looking for mort- 
gages nationwide. The crisis 
among savings and loans in Cali- 
fornia that was predicted for the 
first ten days of July did not take 
place. They survived. 


Pease: To most people in the 
mortgage banking business, your 
market is bad. It is getting worse, 
and it probably will get still 
harder to find mortgage money. 
I'd like to point out a few facts. 
The first is that policy loans are 
becoming a very disruptive factor 
in life insurance cash flow. 

And the second is life- 
insurance-company commitments. 
Normally you have an attrition of 
20% to 25% at the end of the 
year for various reasons. I ques- 
tion whether you'll have a single 
commitment unused this year. 


for 30 years have had a premium 
rate differential in their favor. 
S&rs will not be a source of addi- 
tional money in the immediate 
future, 

Commercial banks have less 
available funds and increased de- 
mand. This will have increasing 
stringency on construction loans. 

One final statement: This is the 
first time in the history of this 
country that we've had business 
as usual during a war. 


Irving Rose: No matter what 
the situation is today, I feel it's 
going to get worse. T think it's 
possible for it to get so bad we 
have a real crisis. 

Secondly, I know it's going to 
change. I don't know when. 

We get our money from a few 
kinds of institutions. It comes 
from insurance companies, from 
savings banks, from savings and 
loan associations. Now as far as 
the first two are concerned, the 
vast majority are simply not mak- 
ing mortgage loans today. 

Im sure that at some stage of 
the game it's going to change, but 
it hasn't changed yet. We deal 
with a lot of investors and it ap- 
pears to us that it's getting worse. 


John Gilliland: | just don't see 
any tremendous increase in funds 
in the immediate future to ease 
this shortgage. 


Greenawalt: The savings banks 
in New York City that went to 
a 5% rate early in July showed 
substantial deposit increases dur- 
ing that period. These banks had 
built up a reservoir of funds to 
take care of the anticipated de- 
posit loss. So instead of having a 
big loss at 4/5 %, they had a gain, 
plus what they had in the reser- 
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voir. All of a sudden they had a 
lot of funds. 

A number of them, however, 
are afraid that 5% will not hold 
deposits in the future. But if they 
get by the October period in good 
shape, they will be looking for 
FHA-VA mortgages at attractive 
yields. 


Rose: All I know is that those we 
deal with are not buying mort- 
gages. It's just as plain and simple 
as that. They were buying more 
from us a month ago than they're 
buying today. 


Stayman: I think Irv Rose is 
correct, Everybody grabs at 
straws. One savings bank is buying 
mortgages, therefore, the mort- 
gage market is easing. Some of the 
major New York banks who have 
invested so heavily this year for 
their pension funds are filled up 
and will be less active. 

If cp interest rates remain at 
the present level, as well as issues 
such as government and commer- 
cial paper, the banks are going to 
lose their cps to these markets. 
There will be no construction 
money and it doesnt make a 
darn bit of difference how much 
one savings bank has if there 
aren't any mortgages to sell to 
them. I hate to say this and I hope 
I am dead wrong, but you may 
look upon these days as days of 
easy money compared to what's 
ahead, 


Milton Brock: Had I left the 
room 30 minutes ago to catch a 
plane, I would have gone home 
and thought things are getting 
better. Now, had another builder 
come in when I left and been 
sitting here the last 20 minutes he 
would have gone home and said 
things are getting worse. 


Rodney Lockwood: While hous- 
ing is cutting back to reduce the 
demand for money, I can't see 
any definite assurance that any- 
body else is going to do so. 


George Hanc: The problem is 
that much of the monetary re- 
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straint has been concentrated in 
the mortgage market. This is a 
recurring problem and will con- 
tinue until major improvements 
are made in our financial struc- 
ture, including those attainable 
through enactment of federal 


savings-bank legislation. 


J. C. Neely: We've been operat- 
ing a mortgage investment com- 
pany in Canada, and we show a 
return on investment after taxes 
of 10%. It will level off at about 
15% in another two years. How 
much debating does it take to de- 
cide to invest your funds to earn 
a return of 10% to 15% after 
taxes in a low-risk area’? 
O'Neill: Would a central mort- 
gage bank earn 10% or 15%? 


Frank Flynn: We don't have at 
the present time the interest rate 
that exists in Canada. 


Neely: You don't need it. You 
have a spread. Forget the rate, 
whether it's 4% or 8%. 


Flynn: | agree. I see no reason 
why the same couldn't be ac- 
complished by a private central 
mortgage facility. 


Oliver Jones: U. S. mortgage 
bankers have not been lax in 
not developing something in 
this area, but we have not been 
convinced on package mortgages. 
Investors have not been con- 
vinced. And manufacturers are 
not convinced they will make 
enough on their money. 

What you're suggesting re- 
quires some long-term statesman- 
ship. The central mortgage bank 


idea turns up every time money 
gets tight. The mortgage bor- 
rower is simply not able to com- 
pete with other borrowers. We've 
seen it time and again in the 
post-war period. Every time 
money gets tight, every time the 
government or business corpora- 
tions aggressively look for money, 
the mortgage market gets left 
high and dry with nobody but 
FNMA standing behind it. Every 


time the government relaxes its 
borrowing, corporations relax 
their borrowing, there's too much 
money looking for a place to go, 
and it goes into the mortgage 
market. 

We'd be a lot better off today 
if FNMA had sold participations in 
'63 and '64, if at that time they 
were selling mortgages even if 
they had to empty their whole 
portfolio. 


A flexible interest rate would permit 
housing to compete better for funds 


Though it may be politically unfeasible, a flexible FHA-VA 
mortgage interest rate, moving in response to the economy, 
would benefit housing. But builders must educate buyers that 
new housing is more than worth higher interest costs. 


Aubrey Costa: The free FHA 
rate has been talked about for 
years. I lived through the years 
when we tried to move FHA to 
increase the 4% rate. I believe a 
free rate is worthy of a trial. 


De Franceaux: What about a 
flexible interest rate that is tied 
to the cost of money? Our prob- 
lem today is with mortgages that 
are not really marketable, be- 
cause they were made a few 
years ago at 514%, 434%, etc. 
Don't kid yourself. I mean, you 
can't sell them like you can 
a bond. especially conventional 
loans. 


Lewis Cenker: What would the 
reaction be to liberating the in- 
terest rate both ways? The free- 
rate argument is a two-way 
street. 


Roger Ladd: The variable in- 
terest rate would make a great 
deal of difference, as Congress- 
man Hanna expresses the fear 
that discounts can eat up people's 
equity. Perhaps yields could 
change with the rise and fall of 
the market after five years, or 
an easier pre-payment privilege 
could ease the situation. 


James Rice: Lets assume we 
could agree that it was desirable 
to get this free rate. What are 
the obstacles? 


Stanley Baughman: | doubt 
that you'd ever get it, but it is 
a very practical solution. 


Rice: Why can't we get it? 


Baughman: I'll refer that to the 
Congress. They would know why 
we can't get it. I think Congress 
feels that when a mortgage is 
insured by the government, there 
should be a rate ceiling. 


Vincent Mazzara: A flexible 
rate would find its own level if 
the interest rate were not frozen. 
I suggest that we try. 


Harland Keller: We've got a 


free interest rate. An FHA mort- 
gage in my country sells at about 
a 6.54% yield. We've got a 
5.75% coupon and get a 6.54% 
yield by discounting it. Wouldn’t 
we be better off to go at this 
thing honestly? 


Gulledge: Most people are not 
willing to let things find their 
way in the market place. Today's 
controlled rate is artificial and 
because it's artificial, it produces 
problems. One is that because 
there are fewer people able to 
utilize FHA loans, the percentage 
constantly decreases. 

It's perfectly possible that under 
today's market conditions the 


HOUSE & HOME 


whole job that FHA set out to do 
in 1934 may not be needed. The 
growth of private insurors of 
mortgages shows this. 


Robert Tharpe: I'd like to go 
to the defense of rra. They are 
not perfect, but they are the best 
thing that we've got. First and 
second mortgages are pretty diffi- 
cult to place. 


Gilliland: Will the builders here 
comment on how long they can 
continue to pay a 7%, an 8%, or 
a 995 discount. Is there that 
much margin of profit? 


Mazzara: That 7% and what- 
ever percentage cost is another 
cost to the builder, just like lum- 
ber or anything else. We should 
insist that this not be charged to 
the seller. It's not right. 

My net profit is about 5.2%, 
so how can I pay anything more 
than that and stay in business? 


Ray Watt: People have to be 
educated to pay more for mort- 
gage money. Comparing our rates 
with the world market, money 
has been a bargain in the last 
two or three years and it isn't 
going to return, 

The sooner the industry recog- 
nizes that we're going to have to 
merchandise products at higher 
rates and sell the idea, the sooner 
we're going to get the job done. 


Lockwood: The real remedy is 
to get Congress and the Adminis- 
tration to admit that the only 
way they can stimulate the hous- 
ing market is to make the FHA 
interest rate a market rate— 
rather than any amount of FNMA 
money pumped in at current 
discounts. 


Jones: This is the most strategic 
time we've had to press for a 
market interest rate on FHA 
mortgages. 


Lockwood: If one thing comes 
out of the meeting, that should. 


Jones: That's the only way to 
get rid of discounts. 


Jay Zook: Do the people here 
feel the discount would improve 
if the rate did go to 6%? 


Watt: It wouldn't make a bit of 
difference. 


Zook: That's the way I feel. 


Greenawalt: One point less in 
discounts. 


Mazzara: My mortgage banker 
says two points. 


Gilliland: I don't think it would 
improve current discounts, but I 
think it would forestall further 
increases. 


Lon Crow: | think that in- 
vestors are looking for a mort- 
gage yield of pretty close to 
63495. An increase in the rate 
to 6% will only make it com- 
petitive with the 624 % yield rate 
and all it would do is just flush 
out a little more money. 


Pension funds are the main untapped 
source of long-term mortgage money 


Efforts are being intensified to interest the mushrooming pen- 
sion funds in residential mortgages. The combination of high 
yields and government insurance against loss is breaking through 
old investor prejudices and habits. 


Pease: We do have one new 
source of money practical for 
development: pension funds, 
which have only 5% of their 
assets in mortgages. 

A 1% increase in yield to a 
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pension fund will increase that 
fund's benefits to its members 
25%. This is a dramatic increase 
and if you sell this to pension 
fund investors as well as the 
quality of an FHA investment, 


you will find them receptive. 


Everett Mattson: | look at 
the money in this country as one 
ball. It's all being invested and 
somebody has it. I don't know 
where pension funds are going to 
get the money except by selling 
something they already have. 


Stayman: | represent a bank 
that has been one of the first 
into pension fund mortgage in- 
vestments. Also, sitting on the 
trust investment committee, I 
know the thoughts and problems. 

No one has yet properly edu- 
cated them about mortgages. 
You have to go to the com- 
panies who set up the funds and 
convince them that they should 
recommend that their bank go 
into mortgages. There is no rea- 
son why a pension fund should 
not put a healthy proportion of 
its money into mortgages. 


Sidney Woodd-Cahusac: 
American-Standard for several 
years has persuaded its trustees 
to invest in mortgages, and we're 
satisfied with our investment. 

But in many states the law 
specifically forbids the invest- 
ment of pension funds in particu- 
lar forms of investment—includ- 
ing mortgages. Trustees have 
legal obligations that are not 
spelled out in the statutes, but 
that certainly enter their deci- 
sions. 


Stayman: Mortgages have a 
very fine yield for pension fund 
investments, but on today's mar- 
ket they are not always com- 
parable to good private place- 
ments. 


Philip O'Connell: | think the 
vehicle we use for pension funds 
today is wrong. It's too compli- 
cated. We need a simple type of 
vehicle, and I think that FNMA, 
in selling $300 to $500 million in 
participations, has the answer. If 
an organization can bulk these 
mortgages and then issue partici- 
pations, the simplicity would be 


accepted by 
trustees. 


pension fund 


Keller: Pension funds are the 
source of savings with the least 
fluctuation. They grow fast and 
they grow big. If we could edu- 
cate the trustees to the advisa- 
bility, safety, and desirability of 
mortgages they wouldn't have to 
sell anything. They could just 
put in part of what they're going 
to have next month and every 
month afterward. In addition to 
private pension funds, we have 
another group: government pen- 
sion funds and trustee funds. 


Brock: | am one of seven 
trustees of the Los Angeles 
County retirement system which 
has almost half a billion dollars. 
We look at yield and safety. We 
just recently went into purchas- 
ing FHA mortgages, and not by 
selling bonds. 

We have about $2 million a 
month coming in and we have 
invested in the past 18 months 
probably $17 or 18 million. So, 
progress is being made. 


Bundy Colwell: It would be 
very helpful if we could take out 
the complications and mysteries 
that go with mortgage loan docu- 
mentation, There is a lack of 
standardization, which is à detri- 
ment to the exchange of mort- 
gages in interstate commerce. 

And I believe there's another 
market: the corporate treasurer 
who can'invest money. 


Neely: One other new source is 
the huge corporations who have 
the very greatest stake in this in- 
dustry. Not only pension funds 
of their own, but corporate re- 
sources which have never been 
put to use in housing. 

There are some companies that 
are becoming active, but these 
are individual efforts—self-sery- 
ing, short-term—all of them 
going into it reluctantly. Mort- 
gage bankers must make a con- 
certed effort, start an educational 
program, or do a straight selling 
job on these corporations. 


Wood-Cahusac: | want some 
of this education. Start it. You 
have a receptive audience of one. 
I wish there were more of me to 
share in the experience, but let 
me suggest to you that in the 
course of the last six years, we 
spent a great deal of time at 
American Standard talking about 
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whether, how, where, how much, 
on what contingent liabilities, we 
should get into some phase of 
this activity. 


Neely: It's short-sighted on the 
part of material manufacturers to 
attempt to tie their assistance to 
the building industry to the use 
of their products. We don't. Be- 
cause of our small interest in 
housing when we formed the 
mortgage investment company, 
my people said, "Now, you've 
done your act of charity. What 


are you going to do for the 
company?" 


Pease: Where will we be in 
672 We represent Aetna Life. At 
this moment they have 72% of 
their funds allocated for 67 
already committed. New York 
Life is practically out of the mar- 
ket for 1967. Bankers Life of 
Nebraska is 80% committed for 
1967, etc., etc. The serious prob- 
lem is how long the recovery will 
be rather than just the current 
situation. 


Mortgage banking's function shrinks 
in importance when government 
financing replaces traditional sources 


But mortgage bankers and brokers will always be needed, as 
long as they continue to perform needed and useful roles. An 
upsurge in housing starts in mid-1967 will probably bring the 
year about even with 1966 in total starts. 


Neely: We seem to be preoccu- 
pied with a short-term problem 
that has recurred time and again, 
and I think there is a long-term 
problem that needs discussing. 

Long-term, many of the people 
here representing the mortgage 
investors, the bankers, mortgage 
correspondents, have a real prob- 
lem. They may be headed for 
extinction. The builder, in my 
opinion, will always be here. He 
creates, 

Housing has begun to be ac- 
cepted as a segment government 
must provide for. Funds will be 
available. Builders will be in 
business. The people that are in 
real danger are you mortgage in- 
vestors, bankers, and correspond- 
ents, 

Beyond that, the established 
system of distribution in the in- 
dustry is in danger, The pro- 
ducers of materials, who have 


really the greatest stake in this 
industry and who have sat back 
for years and done nothing, are 
in grave danger of having the 
comfortable profits of the past 
20 years deteriorate rapidly. 


Richard Hanna: I can't let 
those comments go without some 
reaction. First, I've never seen 
the building industry act as an 
industry unless it was in a situ- 
ation of crisis—builders don't 
even recognize each other when 
things are going well. 

Number two, it is true that the 
building industry very early be- 
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came a special customer as far 
as government interest was con- 
cerned. It still is. 

Thirdly, with land, labor, and 
materials prices being what they 
are, who is going to build for the 
one-fifth of the population with 
the lowest incomes? 

When you get a problem like 
this it al s ends up in the 
government's lap and we in the 
government aren't very happy to 
see it there, but it's there. 


Costa: I've lived in the mort- 
gage banking business for forty 
years and T've gotten along rea- 
sonably well. I'm not willing to 
sell American ingenuity short. 
There's going to be a place 
where our services will be needed. 
We'll find a way to live through 
this temporary problem. 


Hiram Honea: I'd like to add 
to Mr. Costa’s comments about 
the longevity of the mortgage 
banker. The mortgage banker 
started as a seller of land war- 
rants back in the 1850's. And he 
has gotten into trouble only three 


times on a major scale. This was 
in 1873-76, 1893 and in 1929-30. 
In each case he got into trouble 
because the economy itself col- 
lapsed. What we are trying to 
do now is to keep this from 
building to the point where it 
could happen again. 

The other comment I have re- 
lates to the mortgage banker as 
a valuable, and I hope perma- 
nent, addition to our family of 
financial institutions. 


Greenawalt: It has been rather 
strongly implied that the mort- 
gage banker is in grave danger 
of going out of business. The 
mortgage banker is here to stay. 


Gulledge: If things are getting 
worse instead of better when our 
new Congress is back in session 
in the winter, I can assure you 
the homebuilding industry is 
going to be represented before 
that Congress. 

Congress will not allow the 
building industry to collapse, and 
builders are not going to have to 
rely entirely upon private sources, 


O'Neill: What do you think of 
total starts in 1966 and 1967? 


Marshall Kaplan: I'd say 12 
million this year. The level in 
early 1967 will be depressed as a 
result of the dearth of new mort- 
gage commitments today. I look 
for some improvement in starts 
later in 1967 on the assumption 
that mortgage credit will start 
easing by early 1967. For 1967, 
I expect 1.1 to 1.2 million hous- 
ing starts. 

Jones: This year will average 
about 1.2—about a million an- 
nual rate the rest of this year. 


Hanc: About 1.2 million for this 


year, and I see some improvement 
in 1967 over the second half of 
this year. 


Colwell: In Southern California, 
the economist for Security First 
National Bank has predicted that 
in the fourth quarter of this year 
starts will be down 73%. 


Fred Meagher: [| think we're 
on the wrong track talking only 
mortgages. The biggest trouble 
with this money shortage is that 
all of us with commitments were 
working hard to finish the houses 
before the commitments ran out. 
We should be told to slow down 
without losing the commitment. 


Gulledge: The Nans. leaders 
have been asking that we come to 
a consensus on a national hous- 
ing goal. Just what does this coun- 
try need in housing? 

Perhaps we in the industry must 
take a greater hand in doing the 
planning. We certainly have to 
see that these tremendous needs 
will be met. And if people are not 
housed by the system we're trying 
to use today, then government 
will step in and do it another way. 

We don't like to think it's our 
responsibility. We're not working 
together, and I don't know what 
we're going to have to use—con- 
ferences, seminars, workshops, or 
what. To fail, in my opinion, is 
going to lead exactly to what Jack 
Neely was saying. We'll have a 
socialized housing industry. 


O'Neill: One problem that we 
face is that any federal policy at 
the moment is unworkable be- 
cause the government has the re- 
sponsibility for housing, but the 
authority for housing lies with 
communities. It's not enough 
ave a federal policy on hous- 
ing if it's meaningless. 


FNMA's $4.7 billion authorization is 
a strong bulwark against any further 
slump in housing starts and sales 


How, when, and at what price the secondary market funds will 
be made available will determine their value to housing. The 
increase in the maximum mortgage to $20,000 is more in line 
with today's actual housing costs. 


Baughman: On special assist- 
ance—we're in the course of 
getting a release for $500 million 
of the $1 billion authorized. 
Second, we have to determine 
some equitable distribution of 


these funds throughout the coun- 
try to make sure no abuses take 
place. We don’t intend to put out 
all the money at one time. 
Third, we have the problem of 
determining high-cost areas, 
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where the mortgages can exceed 
$15,000 and go as high as $17,500. 
This will be done for us by FHA. 
And, we have the problem of de- 
termining soft areas, to make sure 
money doesn't get into areas that 
should not have it. 

And the last thing, of course, is 
pricing, which has been deter- 
mined by Congress. And of course 
in this program, housing shall not 
have commenced at the time you 
come for your committments. We 
will require, when you submit the 
mortgage to us after the house is 
completed, that the owner occupy 
the house. 


Keller: Are you going to apply 
the same credit standards on spe- 
cial assistance? 


Baughman: | don't think we'll 
be very selective as far as money 
on special assistance. 


Hanna: Can you mention any- 
thing about how high you would 
go on the secondary market? My 
understanding was $25,000 on a 
secondary mortgage. Is that right? 


Baughman: | think the thinking 
is to have two ceilings: one for 
existing housing and one for new 
construction, I think the new con- 
struction is somewhere in that 
neighborhood, 


Rose: Are you expecting to 
change your requirements at all 
in connection with the purchase 
of loans in over-the-counter? 


Baughman: Jt remains to be 
seen. I don't think at this particu- 
lar time it will create a better 
situation as far as new housing is 
concerned, We can't afford to use 
up our funds to strengthen a lot 
of financial institutions, not know- 
ing what they would do with the 
money if we gave it to them— 
—whether it would get back into 
the mortgage business at all. 


Fred Fett: Mr. 
what specific reason was there for 
setting a ceiling of $15,000? 


Baughman, 
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Baughman: We were so 
crowded with applications that we 
had to do something to restrict the 
flow or we would have been out 
of money. We wouldn't be able to 
stay in business at all and we 
agree with you that it should be 
raised. It was arbitrary. 


Rochon: How soon, Stan, can 
you go to the well for some of the 
$3.7 billion, and once you've done 
that, how soon can you go to the 
well again? 


Baughman: On new construc- 
tion, we will not need any money 
for at least 4%½ to eight months. 
It takes that long to get the FHA 
commitment. 

When we will go to the govern- 
ment investment trusts for money, 
I am not prepared to say. We have 
to work that out with the Treas- 
ury. The rate will be whatever 
the private market demands. 
There is no privilege that we're 
going to get. We have to pay the 
going rate. 


Rose: You expect to pay, let's 
say, 614% or 6%? 


Baughman: The President says 
hold interest rates down. 


Watt: will there be any change 
in your policy as to the price you 
will pay for these mortgages? 


Baughman: | would say yes be- 
cause we're a couple of points 
above the market now. 


O'Connell: 


In arriving at an 
eflective price on this special 
assistance, a processing fee and a 
commitment and a marketing fee 
would be what—1 46? 


Baughman: Yes. 


Mazzara: As a builder, as a re- 
sult of this meeting, I'm certainly 
going to tie up as much of this 
program as I can and build $15,- 
000 and under houses as fast as I 
can. I'm also going to pick up my 
221d3 program and push it if I 
can get it started. I'm intending to 
increase my business rather than 
drop off. 


Stayman: Wherc are you going 
to get the money to build the 
$15,000 house to sell to Mr. 
Baughman? He knows you're not 
going to get the construction 
money so he can smile. 


Lockwood: He also knows you 
aren't going to get customers at 


eight- and nine-point discounts. 


Lockwood: Unless something 


happens to cause the federal 
government to cut its expenditures 
drastically, this FNMA $3.7 billion 
isn't going to help much. The 
debentures are going to be com- 
peting for money that otherwise 
might go into deposits for invest- 
ments in mortgage loans. 


Brock: | think we delude our- 
selves if we tell the builders that 
we've rescued them from disaster 
because we've got FNMA's bor- 
rowing power increased. 


Construction money may be a bigger 
problem than long-term financing 


Traditional sources of interim financing, the commercial banks, 
are having problems meeting current demands. Builders must 


adopt busine. 


' characteristics and standards that will put them 


on the preferred-customer list and make them competitive with 


other businesses. 


Stayman: Where are the con- 
struction funds going to come 
from to build 1.3 million houses? 
Traditional sources are extremely 
tight and until you can find con- 
struction money it makes little 
difference if FNMA will buy $3 bil- 
lion in mortgages or $20 billion. 


Woodd-Cahusac: Also, where is 
site-improvement money and 
land-purchase money going to 
come from? 


Costa: FNMA is going to have 
some special a: ance money for 
areas where individual houses are 
not too high in cost. 


O'Connell: That won't provide 
the construction money. 


Baughman: Construction lend- 
ing is going to be a problem. 
There is a provision in pending 
legislation whereby FNMA could 
furnish the construction money 
for 221d3 housing. It doesn't 
mean any more to FNMA except to 
put that money out a little bit 
earlier. 

If these things continue, there 
could be a move on the part of 
Congress to maybe furnish con- 
struction money if absolutely. 
necessary. The money put out 
would not be any greater. 


Rose: You think the Congress 
will do that on a non-insured 
ba: 


Baughman: | couldn't speak 
for Congress. 


Neely: Mortgage lenders have 
gotten themselves into an area of 
business where they don't belong. 
Construction loans and inventory 
loans are short-term bank busi- 
ness, not long-term financing. 
Mortgage bankers are not close 
enough to the local market to be 


able to police this. The local 
banker is, And if the man's credit 
is good, his record is good, and he 
has all the qualities normally re- 
quired to do a banking business, 
I think bank funds are usually 
available to him. 


Greenawalt: The very essence 
of the mortgage banker's opera- 
tion is that he knows the local 
area, and I think with judgment 
equal to that found in a commer- 
cial bank. I don't believe it’s any 
exclusive province of the commer- 
cial bank to make construction 
loans or land loans, 


Stayman: | endorse that. There 
have been some mortgage bankers 
who didn’t belong, but as a pro- 
fession the leading mortgage 
bankers are the most knowledge- 
able and the finest lenders and 
handlers of construction financ- 
ing. Without them I don't see how 
the commercial banks lending 
construction money could operate. 
We are delighted with the services 
they perform and with the in- 
tegrity that they exhibit towards 
the bank. 


Gilliland: 


In many areas the 
mortgage banker entered the con- 
struction business because the 
commercial bank depended on the 
mortgage banker to know things 
that it did not. 


Colwell: We were forced to get 
into construction loans because 


continued. 
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the banks made us do so. A man 
would go in for a construction 
loan and they made him an un- 
secured commercial loan. Then 
they ended up in the servicing 
business and sold their loans to 
the same savings banks that we 
were trying to do business with. 
So for us to get the long-term 
loans and the long-term servicing 
we had to get into construction 
loans. 


Costa: The mortgage banker 
should stay out of the speculative 
business as much as he can and 
try to sell loans as they are pro- 
duced. He will come out better in 
the long run. 


O'Neill: Why are construction 
loans treated differently than in- 
ventory or receivable loans? 


Rice: There's a very simple 
answer. That depends on the qual- 
ity of the borrower. By quality, I 
mean the business characteristics 
that determine if you are to get 
no credit, restricted credit, or 
preferred credit. Earnings and 
balance sheet conditions are con- 
trolling. Builders who won't meet 
all the standards of other bank 
customers, can't expect to secure 
credit. 


Rose: The amount of money 
that builders try to borrow on 
their inventory tends to be much 
higher than that the guy in a 
haberdashery tries to borrow on 
his inventory. If the builder tried 
to borrow relatively the same 
amount of money, he wouldn't 
have any trouble getting it. There 
are builders who do that, 


Good marketing and selling can offset 
much of the sales lag brought about 
by today's restrictions on borrowing 


In the face of a tremendous need for more and better housing, 
an increase in the cost of mortgage funds should not be an in- 
superable problem. Just as with consumer goods, a better prod- 
uct and a better knowledge of buying motivation will overcome 
the barrier of higher financing costs. 


Fett: I'd like to inject one thing 
that we might be thinking about: 
a method of educating people that 
we may have to live with tight 
money for a while. 

But it’s maybe only a few dol- 
lars more a year in added in- 
terest charges. If buyers put off 
buying, even a single year may 
cost them anywhere from 10% 
to 17% more. 


Neely: I can't picture automo- 
bile manufacturers sitting around 
debating and wringing their hands 
on how they're going to finance an 
extra 2 million cars. They're not 
concerned about where the money 
is going to come from. They know 
it's going to be there. 


Pease: Two or three years from 
now we'll look back on this tight 
money market as a godsend. 
We're in rather precarious condi- 
tions in many cities, and had these 
markets continued at the over- 
building rate we would have been 
destined for a rip-roaring real- 
estate depression. 

I think that the tight-money 
market and some other conditions 
are curing this. And the result is 
I think we're going to have a 
stronger base on which to start 
building when we get a little bit 
more money, I think we'll look 
back and thank heaven that this 
occurred. 


O'Neill: You can't consider it a 
blessing in disguise yet, can you, 
Ray Watt? 


Watt: No. But I have to go along 
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that this is cleaning up some in- 
ventory that shouldn't have been 
built, or built in locations and by 
some people who weren't quali- 
fied to build it, 


Hanna: | do think that available 
money, rather than marketing, 
was leading construction. To the 
degree that this has readjusted 
that posture, then it could have 
done some good, although pain- 
fully. The true market need will 
determine construction, rather 
than an artificial impetus given 
by an easy flow of funds into 
ureas that really could not dem- 
onstrate a real need for housing. 


Fett: When things get real 
loose, everybody and his brother 
is in the building business and you 
have an inflated volume. When 
sales get hurt a little bit, it hurts 
the whole market because that 
market then is depressed and 
they'll sell for anything just to get 
out. 


Bacon: [| don't think it's the 
province of the mortgage banker 
to educate the builder or to en- 
force discipline. There is risk in 


business and there's profit in busi- 
ness and there ought to be busi- 
ness judgments. I don't believe 
that you can exclude this nor do 
I think that you can pass it on to 
the insurance company, the lender 
or the federal government. 


Colwell: There is a common 
theme running through this that 
would come under the heading of 
quality of management. 

All of us have learned a lesson 
during these tough times: to be 
more knowledgeable, more 
sophisticated, and more able in 
our judgment, in approving or 
disapproving loans and in decid- 
ing what kind of a development 
should be financed. There will be 
à balance of judgment and a 
search for research and informa- 
tion and a query into profits all 
resting in the management team 
of the financial institutions. 


Watt: 


NAHB recognizes this 
problem. They are spending a 
large part of their budget on a 
management training program. 
"They've adopted a master chart 
of accounts. They're trying to 
teach all builders the techniques 
and methods of management and 
the need for good records. I cer- 
tainly hope that the savings and 
loans and the banks and the mort- 
gage companies have learned the 
same lesson. 


Hanna: Its been the American 
system, including government and 
private enterprise, that if there’s 
an opportunity, you let everybody 
and his brother get into the act. 
Our general tendency is that when 
there is a big enough job to do we 
let everybody who wants in, get 
in, because he might make a con- 
tribution. Some of them have, but 
it's a pretty costly way. 


Housing buyers after World 
War II were like a buffalo stam- 
pede to the first hunter. He 
thought, “My God, you'll never 
shoot all these guys. If you shot 
for 24 hours a day there would 
still be buffalo.” 

There are still buyers who want 
houses, but the buffalo stampede 
is over. It’s not just a matter of 
sitting and shooting them as they 
go by, You've got to go hunting 
now. 


Rice: I think that it's a fitting 
moment to compare ourselves 
with other industries, particularly 
the automobile industry. That in 
times of very tight money we 
gather in a meeting like this and 
talk about it, The automotive in- 
dustry works on their product and 
better ways to get their product to 
market and better design, better 
styling, better features. And I 
think that part and parcel of this 
whole problem is a better way to 
get houses to raarket. As long as 
it is still hard to buy a house, 
custom-tailored to buyers’ re- 
quirements and tastes, they will 
walk away from builders and buy 
cars. 

We see two solutions: one is to 
help establish more business-like 
building companies which will be 
on the preferred list of financial 
institutions. Second, we must 
understand, and solve, the prob- 
lems that keep families from buy- 
ing more housing. When you 
create desire, you overcome 
opposition to any higher interest 
charges. This keeps mortgages 
competitive with all investment 
choices open to those who invest 
long-term funds, 


Jones: The builder must offer 
housing that entices people into 
buying and moving. 


Government policies are the real key 
to inflationary pressures that 
affect the over-all economy 


The guns-and-butter approach has brought stresses to the na- 
tion’s credit market, and many experts feel that the government 
should have reduced those stresses with economic restraints and 
higher taxes. But there are signs that some relief from inflation 


may be on the way. 


Flynn: The shortage isn't only 
in mortgage funds; there is a lack 
of money to finance our economy 
and it doesn’t exist in this country 
alone. It exists in the whole free 


world. We're at a point where 
some consideration is going to 
have to be given to either arbi- 
trarily controlling the economy 
and the rate of growth—which in 
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itself is dangerous—or we are 
going to have to take steps to per- 
haps find a medium other than 
gold on which to base the world's 
currency. 

The Administration must be 
willing to face up to the fact that 
we are going to have to drastically 
curtail expenditures and impose 
restrictions. That is the only way 
funds are going to match require- 
ments in every segment of our 
economy. We have finally come 
to the conclusion that fiscal re- 
straints must be imposed in addi- 
tion to monetary restraints, but 
there is some question about 
whether or not it's too late. 


Cenker: There was a political 
bluntness about the imposition of 
controls during the Korean War 
that has not yet manifested itself 
in the Vietnam War. 

Perhaps we will finally ac- 
knowledge that the Vietnam war 
is a large-scale war. 

Housing for millions of Ameri- 
cans is a social and political ques- 
tion rapidly coming to the fore- 
front. It is clearly seen this year. 
By the time we have another na- 
tional election, it's going to be 
much, much worse. It will likely 
move government deeper than 
ever into housing. The strong, 
active housing industry of 1963 
will be unrecognizable by 1973 if 
the situation continues. 


O'Neill: It is the belief of many 
people that in the State of the 
Union message, President John- 
son will take a tough political 
posture, 


Cenker: Does housing recovery 
require an economic recession? 


Flynn: It's a heartless way to 
view it, but we have to be realistic. 
We cannot maintain full employ- 
ment without having tight money. 
There is going to have to be at 
least a mild recession, before the 
demand for funds is going to 
diminish. 


Hanc: There's a difference be- 
tween a cooling-off from over- 
heating and an actual recession. 
I can see mortgage markets eas- 
ing from their present situation 
—and they have already eased— 
if the pace of economic expansion 
slackens, 


Kaplan: Well, if we are going 
to cut federal spending, what 
spending? Housing? Most of you 
here would object to cutting in 
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this area, yet others would object 
just as strenuously to reduction in 
other areas. We have a difficult 
choice here. 


Jones: The President said he 
was going to cut federal expendi- 
tures by $3 billion, then he says 
we might be able to find more. I 
feel quite sure you could knock 
off another $5 or $6 billion with- 
out playing too much havoc with 
the Great Society programs or the 
war. 


Honea: There are a lot of 
things we could do. The call-up 
of the reserves, for example, or 
putting in wage and price con- 
trols. There is a good deal of 
international politics involved 
here, not just domestic politics. 

I am certainly not an apolo- 
gist for President Johnson, but 
this is a lot deeper than just get- 
ting yourself or your party re- 
elected. 


Jones: The Federal Reserve and 
European Central banks are going 
to stay behind the pound. This is 
still a very serious problem—to 
have to send dollars over to sup- 
port sterling. 


Rochon: Europe's fundamental 
objection to the American dollar 
and the pound sterling is that the 
United States and England are 
both exporting their inflation 
through these currencies. It comes 
back again to the reluctance of the 
Administration to impose suffi- 
cient restraint. Until this Ad- 
ministration stops spending, there 
will continue to be a shortage of 
credit. 


O'Neill: Speaking of interna- 
tional politics, Jack Neely has 
something he heard about the 
price of gold. 


Neely: An international econo- 
mist and world money authority 
made the flat prediction to me in 
July that the U.S. would devalue, 
and gold would go to $50 an 
ounce before the end of 1966. 

His prediction was based on 
what he considered to be our un- 
tenable position in regard to bal- 
ance of payments, and our failure 
to regulate our own economy in 
terms of controlling inflation. 

According to these people, 
pressures will force our govern- 
ment, and the President, to take 
steps to get this inflation under 
control. 


Kaplan: The Europeans still 
have a lot of steps to take to con- 
trol their own inflation. Their 
prices have been rising more 
rapidly than ours, so I'm not sure 
they are in a position to advise 
us on how to deal with our own 
inflation, which is hardly of the 
galloping variety. 


Hanc: With the President com- 
ing out with an anti-inflationary 
program that will take some of 
the reliance off monetary policy, 
we will find that the pressure on 
the mortgage markets will tend to 
slacken. 

When we sce a change in the 
underlying economic situation and 
in these major government eco- 
nomic policies we can expect a 
real change in the mortgage 
market and the availability of 
mortgage funds. 


De Franceaux: I think infla- 
tion is going to be slowed down 
some and I don't think this war 
is going to be accelerated much. 
This war isn't something we're 
going to get over right away. This 
is part of what has been going on 
for the last 20 years. 

This means that we're just going 
to keep on spending money on 
about the same basis as today. If 
we get inflation under control by 
taxes or something and people 
feel that interest rates might go 
down and stop borrowing and 
wait, I think you're going to find 
them going down. Not to where 
they were a year ago, but you 
might see the prime rate back 
down to 51456 in six months. If 
the prime rate goes down every- 
thing else is going to fall in line, 
and things are going to be a 
little bit easier for everyone who 
has to borrow money. 


Costa: How can you feel that 
we're going to head off inflation 
with the anticipated labor con- 
tracts that are up for the coming 
year? We are going to see more 


. labor unrest and higher labor 


costs and this has to be reflected 
in the price of goods and services. 
But unless some wage freeze is 
forthcoming, which I doubt, 
we're about to have more infla- 
tion. 


De Franceaux: When the stock 
market drops a little bit, there’s 
not the demand for business and 
goods and so forth. When those 
contracts come up, they're going 
to have a little harder time getting 
wage increases. What those per- 


centages will be, I couldn't even 
guess. 


Costa: Well, we've seen what's 
happened in the airline strike, 
and if you think Jimmy Hoffa is 
not going to make a strong move 
and be followed by some others, 
you're mistaken. 


De Franceaux: There are going 
to be some wage increases. 


Jones: You fellows aren't very 
far apart. It’s quite foreseeable 
that we could still have some 
more inflation next year on the 
wage side, and some slowdown 
in the private demands for goods 
at the same time. 


Alexander Paulsen: I'd like 


to ask this group whether they 
think the President can control 
the inflationary spiral. It has a 
direct effect on the cost of money 
and all that we builders do. 


O'Neill: He's trying to control 
it without success, I don't think 
he can control it unless he uses a 
fiscal policy that includes a tax 
increase. 


Paulsen: Is he going to? What is 
our opinion? 


O'Neill: He will, but he won't do 
it until he announces it in the 
State of the Union Message in 
early '67 to get off the political 
hook. 


George Arquilla: I'd just like 
to say that I think he could do a 
good job of controlling inflation 
if he quit playing politics and got 
on the ball. 


Costa: Don't anticipate that that 
will ever happen. I come from his 
state. . 
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Reynolds Aluminum building products 
helped sell 441 Eastwyck Village 
town houses in just 16 months! 


One of the biggest selling points to prospective 
occupants of town houses in Eastwyck Village in 
Atlanta, Georgia, was the low maintenance and last- 
ing beauty of Reynolds Aluminum building products. 
The houses feature aluminum siding, shutters, screen 
doors, rain-carrying equipment and soffit, plus 
Reynolds Thermo-Ply® insulation. 

Builders Fred Kaye and Phillip Diamond them- 
selves say, "Time after time, we've found Reynolds 
products produce greater long-term profits." 

Whether you build to sell, or to operate, you can 
profit from Diamond & Kaye's experience. Buyers 
look for an investment with minimum maintenance 
requirements and lasting beauty. This is what 
Reynolds Aluminum building products offer you—in 
a variety of designs and colors. If you build to oper- 
ate, you'll spend fewer dollars on upkeep and you'll 


have the lasting attractiveness that means fewer 
vacancies, faster occupancy. 

In addition to the products described in the ac- 
companying illustrations, you can add more profit 
to your buildings with these Reynolds Aluminum 
building products: Colorweld® Building Panels - 
Shingle-Shakes® Roofing and Siding + Louvers and 
Vents - Nails -+ Railings and Columns + Flashing + 
Insulation + Vapor Barrier - Storm and Combination 
Doors + Sliding Glass Doors, Shower Doors and 
Bath Enclosures - Storm Windows + Colonial Col- 
umns « Awnings. 

To let Reynolds help you make more profit—and 
keep it—use the convenient coupon to obtain free lit- 
erature on the complete line of Reynolds Aluminum 
building products. 


Aerial view shows the first section of Atlanta's Eastwyck Village, 
luxurious new community by the Diamond & Kaye Building Co. 


Typical group of town 
charming colonial d 

with modern advantag 
Aluminum. 
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REYNOLDS THERMO-PLY” INSULATION 
This unique aluminum-covered insulation board insures com- 
fort the year around, Thermo-Ply not only reflects heat, but 
acts as a vapor barrier to keep moisture from wood structural 
members 


LOW-MAINTENANCE SIDING MADE OF 
REYNOLDS ALUMINUM 


Factory applied baked enamel aluminum siding protects against 
rotting, peeling, warping and rusting. Aluminum's insulating 
qualities help cut fuel bills, too. 


A strong selling point to families with children. "P 
Won't warp, rot, split, rust or corrode, They're 
shipped fully assembled. 
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REYNOLDS RAIN-CARRYING EQUIPMENT 
REYNOLDS ALUMINUM SHUTTERS AND SOFFIT 

Available in four standard colors, in traditional or 
contemporary styling. Their beauty endures through 
the years. 


Gutters and downspouts feature tough, long-lasting baked enamel 
finish—won’t chip, crack, flake, blister or peel. Perforated and 
non-perforated coils of soffit available with matching accessories. 


REYNOLDS METALS COMPANY 
Building Products and Supply Division 
Dept. HH- 167 

325 W. Touhy Avenue 

Park Ridge, Illinois 60068 

Please send me free literature on Reynolds Aluminum Product Line, 


REYNOLDS 


ALUMINUM 
Building Products 
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Building a movable office? Here's an efficient way to do it 


This one-story office building in Valdosta, 
Ga., had to be made relocatable because it 
is on two lots expected to become an ideal 
site for a high-rise office building in five or 
ten years. And because the two lots are un- 
der separate ownership, the building had to 
be constructed so half of it could be relo- 
cated without destroying the other half. 
The solution, designed by Architect Blake 
Ellis, is four identical pavilions that are 
structurally independent but physically 
combined by shared walkways and touch- 


Photos: G. Wade Swicord 


ROUGH TRIM and siding materials minimize 
building weight, can easily survive housemoving. 
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ing eave lines. Ellis, a co-owner, has offices 
in one pavilion; and a dentist, the other co- 
owner, uses a second pavilion. Other space 
is rented (plan, above). 

The outside corridors, feasible because of 
the warm Georgian climate, are protected 
by the pavilions' deep roof overhangs. 

And beneath the walkways is a common 
air-conditioning plenum that connects the 
pavilions' crawl spaces so all the offices can 
be cooled by one machine. The plenum was 
made possible by constructing the walks of 


LEN 


precast slabs on brick walls. 

AII interior partitions are non-loadbear- 
ing because the roofs—plywood shells coat- 
ed with liquid plastic—are supported on 
steel beams spanning the exterior walls 
(section, below). This will minimize wall- 
cracking when the buildings are moved and, 
in the meantime, permits any arrangement 
of office space for new tenants. 

When moving time comes, workmen will 
cut the flashing where the roofs meet, and 
jack the sections off their simple footings. 


LIQUID APPLIED. 
- ROOFING ON 
PLYWOOD 


SUSPENDED 3 
CEILING 


srr 


3 SECTION 3 
PLASTIC-COVERED ROOF is uncluttered by vent pipes and exhaust fans because they are concealed 
in a built-in cupola. Cupola contains water drain and a screened perimeter opening to vent attic space. 
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No machine is ever going to design a building!" 


“The bewildering choice of electri- 
cal/mechanical systems for a large 
building makes a computer a very 
useful design tool,” states Robert G. 
Burkhardt, PE, head of a Chicago 
consulting firm. "However, mathe- 
matical models can't match a sea- 
soned engineer's judgement in de- 
signing a system tailored to each 


building's peculiar requirements. 
"Early investigation of environ- 
mental requirements by a consult- 
ant can be a most prudent invest- 
ment. We've often found it possible 
to suggest to architect and owner 
acompatible system that conserves 
space, improves performance and 
reduces total building cost." 


Bell & Gossett pioneered new 
efficiency in building heating/ 
cooling systems through new prod- 
ucts and design innovations such 
as single-pipe circuits, high-tem- 
perature-drop radiation and pri- 
mary/secondary pumping. Ask the 
Consulting Engineer to investigate 
BaG on your next project. 


BELL & cosserr LT T. 


Fluid Handling Division, International Telephone and Telegraph Corporation 


Free booklet 
teils you how to 
use central 
air conditioning 
to close more sales 


— 


for 

as 
little 

as 
$220 


you can run a 
black and white, 
half-page advertisement 
in one of 


House & Home’s 


SIX regional 


editions 


House a Home 


— itn a tt 


EASTERN REGION 


WESTERN REGION 


SOUTHWEST SWING 
REGION 


Use coupon to get full details. 


sing the 


publication adve 


— HSS 


House & Home 
330 WEST 42ND STREET 
NEW YORK, N. Y. 1003€ 


Please send me information on advertis- 
ng in House & Home regional editions 
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"A CASE 
IN QUALITY" 


C. G. Wollaeger W. G. Wollaeger 
Twenty years is a long time for a family 
owned and operated manufacturer to stay 
single. Gigantic mergers and weddings are 
commonplace today. But we remain single 
and here's why 
Our philosophy is basic. As a manufacturer 
of trims, studs and casings, we know that 
the personal touch has built our company. 
We have specialized in a few products, and 
they are our only business. As such, our 
quality is the f 
Our plant is located in the heart of the 
American steel center. We use no foreign 
steels in any of our products nor are our 
quality control inspectors misnamed. It is 
their only responsibility. Our salesmen are 
top notch men located in every major met- 
ropolitan market. They are thoroughly 
screened and are visited regularly by one 
of the principals of the company. As well 
as ourselves, Charles B. Plunkett, our Sales 
Manager, travels the country visiting cus 
tomers and representatives. We feel this 
is truly a personal service to our men and 
to your prospects and customers 
So you see, we have grown with this phil 
osophy of personal service. After twenty 
years, we have over 100 employees and a 
nationwide operation with warehouses in 
Seattle, San Francisco, Los Angeles, Denver, 
Dallas, and Orlando. Casings' products are 
of the finest quality at the lowest possible 
price 
We would like to be doing business with 
YOU! Please write for our latest catalog and 
prices on Drywall Trim or Plaster Casings. 
They will be sent to you by return mail 
Clay Wollaege 


Bill Wollacg 


CASINGS 


INCORPORATED 


WEST MIDDLESEX, PA., 16159 
A61 


Interiors 


NEW PRODUCTS 


For more information, circle indicated 
number on Reader Service card p. 113 


Easy-to-install shelving system climinates the need for surface- 
mounted metal hanging strips. Here's how it works: The 4' x 8’ 
panels are inconspicuously slotted, so metal shelf brackets or picture 
hooks—both marketed with the panels—can be inserted easily into 


Prefinished hardwood panels 
of Western Pine are offered in six 
colors that emphasize, rather than 
cover, the wood grain. Colors are 
red, olive, yellow, blue, green, and 
lavender. Panels are suggested for 
accent walls. General Plywood, 
Louisville. 

Circle 231 on Reader Service card 


Tapestry paneling with the 
raised surface of woven fabric is 
available in green, gold, and red. 
The !4"-thick prefinished hard- 
board comes in  tongue-and- 
grooved 16"x8' planks and can be 
applied with wallboard adhesive. 
Marlite, Dover, Ohio. 

Circle 233 on Reader Service card 
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Vinyl wall covering with the 
look of silk comes in 22 colors, 
including gold. It consists of an 
8-mil vinyl sheet laminated to a 
cotton backing and weighs 16 oz. 
per yard. In 54" widths, and 30- 
yard rolls. Laminated Services, 
Louisville. 

Circle 230 on Reader Service card 


Marble mosaics, mesh- 
mounted in preassembled panels 
up to 12"x12", may be used for 
wainscotting, on walls, or as deco- 
rative trim, at about the cost of 
tile. In choice of more than 50 
marble types and colors. Walker 
and Zanger, New York City. 

Circle 234 on Reader Service card 


slotted grooves without marring panel surface (center). Slots (right) 
are random spaced to avoid studs. Panels are available in cherry, wal- 
nut, and teak; walnut-grained shelves are 8" by 24" or 48"; 10" by 36" 
or 48”. Masonite, Chicago. Circle 285 on Reader Service card 


Flocked wallcovering has a large-scale damask pattern, 27" wide, on 
silk-embossed, fabric-backed vinyl. Color choice: white-on-white, white- 
on-gold, or red-on-red. Columbus Coated Fabrics, Columbus, Ohio, 


Circle 232 on Reader Service card 


Ceiling tile combines embossed 
travertine design with a wide 
bevel to simulate inlaid surface. 
Tiles can be cemented directly to 
an old ceiling or stapled to furring 
strips nailed to the joists on 12” 
centers. Armstrong, Lancaster, 
Pa. 

Circle 235 on Reader Service card 


Masonry screen tile, fired for 
strength and resistance to fading, 
is available in a variety of designs. 
Tile—8" square, 4" thick—per- 
mits screens to have up to 80% 
open space. In tan, brown, rust, 
grey, and charcoal. Harbison- 
Walker, Pittsburgh. 

Circle 236 on Reader Service card 
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NEW PRODUCTS 


start on p. 103 


Kitchens 


2 


Dishwasher on wheels comes in four front-loading models that 


can be converted from simple sink hookup to permanent undercounter 
installation. A grooved cherrywood top keeps spills from running over. 
Frigidaire, Dayton, Ohio. Circle 201 on Reader Service card 


Self-rimming sink in stainles 


steel m 


ures 33"x22", It incorpo- 


rates a conventional-size compartment at right and a large 14"x18" 
bowl at left that accommodates roasting and broiler pans and other 
large utensils. Elkay, Broadview, Ill. Circle 204 on Reader Service card 


— NS t 
Hide-away refuse can mount- 
ed inside kitchen cabinet rolls 
forward with cover automatically 
raised when cabinet door is 
opened. The can rolls back and 
the lid is automatically closed 
when door is shut. Hide-A-Can, 
Richmond Hills, N.Y. 

Circle 206 on Reader Service card 
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Drop-in electric range --30” 
wide—has lift-off top and oven 
door for easy cleaning. It features 
aluminum countertop trim and 
chrome vertical cabinet trim. 
Colors available: avocado, cop- 
pertone, and white, Tappan, 
Mansfield, Ohio. 

Circle 207 on Reader Service card 


Mobile refrigerator —one of 
eight models on wheels—rolls out 
for easy cleaning. A stop adjust- 
ment locks the refrigerator back 
in place. In avocado, shaded cop- 


pertone, canary yellow, and 
white. General Electric, Louis- 
ville. 


Circle 202 on Reader Service card 


Ducted range hood 


Double oven offers choice of 
chrome-framed, swing-out doors 
that open from left or right. 
Black-tinted glass gives user a 
full view of oven interior, Colors 
include yellow, turquoise, shaded 
coppertone, charcoal, and antique 
gold. Chambers, Cleburne, Tex. 
Circle 203 on Reader Service card 


in stainless steel or colored baked enamel in- 


corporates drop panel that lowers 90 degrees to facilitate cleaning. 
Model is flush-mounted with cabinets and can be adapted to ductless 
operation. Fasco, Rochester, N.Y. Circle 205 on Reader Service card 


Wood kitchen cabinets in 18th 


Century motif feature 


“medallion” and matching border trim. Trim application requires no 
nails or glue: Preformed pegs are tapped into bored doors. H. J. 
Scheirich, Louisville. Circle 208 on Reader Service card 
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the things she 


or our complete catalog. 


HARDWARE 


Manufacturers of drawer slides, adjustable shelf hardware, sliding and folding door hardware, closet and kitchen fixtures, Tite-joint Fasteners and Handy Hooks for perforated board. 
Circle 69 on Reader Service Card 
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start on p. 103 


Electrical fixtures and wiring 


Intercom system needs one master speaker (inset) and one amplifier 
for 45 apartments. Speakers for each apartment have a talk-listen switch, 
volume control, and optional front-door release; can be surface mounted 
or built in. Nutone, Cincinnati, Circle 260 on Reader Service card 


Shockproof cord connector 
and caps with adjustable, non- 
metallic cord grip are molded of 
tough polycarbonate. Model is 
arc- and moisture-resistant, in- 
combustible, and unaffected by 
extreme heat or cold. Pass & Sey- 
mour, Syracuse, N.Y. 

Circle 264 on Reader Service card 


=) 


Pipe and conduit hanger 
made of heat-treated, spring steel 
features a pressure-catch that 
locks pipe or conduit securely in 
hanger, yet permits re-use. In 
three sizes, hanger accommodates 
1", 1%”, or 174" conduit or pipe. 
Fastway, Lorain, Ohio. 

Circle 265 on Reader Service card 


Metal wall plate with dull- 
etched, depressed areas simulates 
the effects of age on copper or 
brass. Available for all box open- 
ings, in standard and interchange- 
able styles from 1 to 10 gang. 
Blends with traditional or mod- 
ern decor. Bell Electric, Chicago. 
Circle 261 on Reader Service card 


Transformer package, de- 
signed for individual houses 
served by underground distribu- 
tion systems, has a high-voltage, 
dry-type transformer. Available 
in horizontal or vertical enclo- 
sures. Ratings: 5 kva through 25 
kva. Sola, Milwaukee. 

Circle 262 on Reader Service card 


Smoke detector, available without alarm for installation with exist- 
ing fire-protection systems, detects smoke before heat reaches the danger 
point. Unit is fail safe in the event of power failure. Fire Alarm Thermo- 
stat, New York City. Circle 263 on Reader Service card 


Custom AM/FM radio intercom system includes wall housing 
with master transformer and mounting rings for door and room 
speakers. Copper or silver finish kits include master station and four 
speakers. AirKing, Chicago. Circle 266 on Reader Service card 


New products continued on p. 110 


HOUSE & HOME 


HILITE IS READY WHEN YOU ARE 


Wherever you are. Coast-to-coast. Three huge main plants, half a 


dozen secondary plants, a dozen warehouses, fleets of trucks. A thou- 


sand stocking dealers. 


And they aren't about to lose your bu 
ness for of service. They know every- 
thing else is going for them: Hilite volume, 
e price-options, the full range of qual- 
ity "Hilite aluminum products, from slid- 
ing glass doors to windows of all kinds, to 


*Made of quality Reynolds aluminum 


January 1967 


wardrobe doors and tub or shower enclo- 
sures. Champ Gold and other 
prote 8 
convert 

it, Hilite has it ready f 
ers can make you a pac 
duce exactly what you want exactly when 
you want it. They can't afford to do any- 


price, pro- 


Write for Hilite catalogs and product infor- 
mation to Information Service, Ador/Hilite. 


Circle 70 on Reader Service Card 


thing less; it's their own business. Get a 


Hilite package price...it's your profit. 


ADOR/HILITE WESTERN 


2401 W. Commonwealth Ave., Fullerton, California 92633 


AIRCO/HILITE CENTRAL 


900 West Central Avenue, Toledo, Ohio 43610 


LOOK/HiLITE SOUTHERN 


P.O. Box 911, Millen, Georgia 30442 


Divisions and Subsidiaries of Rusco Industries, Inc. 


is the choice... 


Mr. Phillip Meyers, president of Williamsburg of Cincinnati, says, “Our aim has been 
to combine the charm of a colonial country setting with the finest modern-day conveniences. 
We chose WHIRLPOOL appliances for our apartments because they too eombine style and 
outstanding convenience." There are plans for more than 600 units along Williamsburg's 
private streets, surrounded by grassy malls, formal gardens, fountains. All apartments have 
private patios or balconies, some woodburning fireplaces. A gate house adds to its privacy. 


take dishwashers, for example. 

Ease of installation with WHIRLPOOL dishwashers is an 
important plus for builders. There’s no struggling with 
difficult connections after the unit is in place. As 
shown at left, a base plate goes on floor. Water, drain 
and electric lines hook up easily to proper units on 
base plate. Then dishwasher slides onto base plate, 
and connections can be completed in a few minutes! 


As shown at right, custom front panels are easy to 
install on WHIRLPOOL dishwashers at moderate cost. 
Any 14” wood panel or other decorative material slides 
right under the trim strips. 


A complete line of gas or electric 
appliances . . . all on one order 
from one dependable source of supply and service. 


See your WHIRLPOOL distributor for full details. 
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Wherever builders have 


OF CINCINNATI 


a keen eye for features that please the public, as at beautiful Williamsburg of Cincinnati, WHIRLPOOL 
appliances often are selected. And in addition to their sales appeal, these quality appliances are 
practical to work with. WHIRLPOOL'S Full-Line Concept lets you deal with one man, rather than three 
or four, so you get undivided responsibility and service. This line gives you a wide choice of 
gas or electric models. And they're all design and color coordinated for a pleasing total effect. 


January 1967 


WHIRLPOOL CORPORATION, BENTON HARBOR, MICHIGAN 


Glamorous Williams- 
burg kitchens feature 
WHIRLPOOL appliances 

. . refrigerator, range, 
dishwasher and food 
waste disposer. They 
gleam under a luminous 
ceiling which casts an 
even light over the 
whole kitchen work 
area, Copper range 
hood and walnut- 
finished cabinets add to 
the rich styling. 
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BLU-RAY ` 


DOES IT AGAIN! 
with the Model 146— - 
it’s Comparison Proof 


You've got to see it to believe it! This BLU-RAY Model No. 146 has 
everything—including low price. Extra wide throat (47") accepts 
wider tracings for wider prints. Jumbo lamp makes prints fast. 
It's the most revolutionary reproduction machine on the market— 
it's COMPARISON-PROOF! It's one of BLU-RAY's complete line of 
White printers. Prices start at $239.50. 
Get more facts free! Write or telephone now! 


ALU-RAY itera ag x Conn, 06426 


Phone (203) 767-0141 


For FREE 44 page Reproduction Guide and 
complete information on the 7146 Whiteprinter, 
circle or write in No. 71 on reader 
service card. 


Circle 71 on Reader Service card 
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Doors and windows 


Accordion partitions are available with decorative, maintenance-free 


This Spee-Flo Airless 
eee at 8775 


complete with the patented 
H-Gun, cuts material costs up to 
40% and covers twice the area 
in the process. All you need is 
115 volt-15 amp power and 

a place to plug gy 

it in. Write for * 
money saving ja 
details. Wis E 


Gasoline engine models also available, 
3g 6614 Harrisburg Blvd., Houston 11, Texas 
JSPEE Offices in Major Cities 
fem Export Offices; New York City 
Sets new standards for quality finishing : 


110 Circle 72 on Reader Service card 


panels of laminated plastic. Five decorative woodgrains and three 
patterns are offered. Hanging weight ranges from 1.5 to 6 lbs. per sq. 
ft. Panelfold, Hialeah, Fla. Circle 290 on Reader Service card 


Steel garage door, 6'6" or 7’ high, comes in widths up to 18’. Door 
is offered in solid-panel style or with factory-installed, vinyl-sealed 
window. An accessory kit reduces normal 8" headroom to 344”. Roly- 
Door, Buffalo, N.Y. Circle 293 on Reader Service card 


| 
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Storm window contains rigid- 
vinyl inner frame for improved 
insulation and smooth operation. 
Includes 144” sill expander to per- 
mit tight fit, prepunched installa- 
tion holes, and self-storing screen 
inserts. White or silver. Hilite, 
Toledo, Ohio. 

Circle 296 on Reader Service card 


Aluminum patio door with 
tolling glass panels is reversible 
(inset). It is available with single 
or $6" insulating glass and with 
choice of frame depths: 356", 
41340“, or 6". Hardware includes 
inlaid walnut handle. Stanley, 
New Britain, Conn. 

Circle 297 on Reader Service card 
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Wood casement window has 
a roto-operator that opens sash 
a full 90° for easy cleaning from 
the inside. Snap-in, snap-out mun- 
tin bars in traditional or diamond 
patterns are optional. Available 
in 20 vent and 37 fixed sizes. Rol- 
screen, Pella, Iowa. 

Circle 291 on Reader Service card 


Magnetic astragals provide 
a weather-tight seal for apart- 
ment or commercial doors. Mag- 
netic action snaps plungers to- 
gether (top) When doors are 
opened, plungers retract with little 
friction (bottom). Michaels Art 
Bronze, Erlanger, Ky. 

Circle 292 on Reader Service card 
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© WALL HUNG 


ServASink installs fast to 
a rigid bracket for solid 
installation which elimi- 
nates side to side wrack- 
ing, keeps floor clean 
and clear. 


MOLDED-STONE® SERV, NK 


© LIGHTWEIGHT 


One man handles easily. 
ServASink MOLDED- 
STONE is 80% lighter 
than masonry, yet re- 
tains strength of natural 
stone. Will not crack, 
chip or split. 


* STAINPROOF 


Clean confetti white 
turns laundry room into 
attractive part of home; 
presents a virtually 
stain-proof surface that's 
sanitary, easy to keep 
clean. 


RESEARCH PRODUCES A 
BETTER LAUNDRY TUB 


Here's a new way to upgrade the laundry 
room, and at the same time slash instal- 
lation and unit costs. Ideal replacement 
for dingy, old-fashioned tubs. Wall hung 
like bathroom fixtures, ServASink looks 
like a modern plumbing fixture should; 
is ideal for schools, hospitals and other 
institutions as well, 


Hydraulic door closer is said to be up to 50% more powerful than 
other units. Model for 50-Ib. door is guaranteed for three years; model 
for 70-Ib. door is guaranteed for ten. Special soffit plate permits 180° 
door openings. Ridge, Elkhart, Ind. Circle 295 on Reader Service card 


Aluminum-framed door combines fiberglass panels—in choice of 
white, desert sand, copper, or lime—with extruded-aluminum frame, 
stiles, and rails. Line includes lower-priced residential models. Wagner, 
Waterloo, Iowa. Circle 298 on Reader Service card 
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FIAT PRODUCTS DEPARTMENT 
MICHAEL COURT, PLAINVIEW, L. l., NEW YORK 11803 


Circle 73 on Reader Service card 


PESE 
RP 


A 


designs to meet every 
need for doors and 
cabinets 


Each is designed for 
neat appearance, to 
mount easily in a 
variety of ways, and 
to last a lifetime. 
Magnets are self- 
aligning to enlarged 
strikes. There's a 
style and size for 
every need. 


See Sweet's Catalog under Arch. File 19g-En 
and light Const. File 7b-En for the complete 
EPCO line of magnetic catches, track for sliding 
doors, pulls and knobs, 


THE ENGINEERED PRODUCTS COMPANY 
P. O. BOX 108 FLINT, MICHIGAN 48501 


Circle 75 on Reader Service Card nı 
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Exteriors CINEMAS 


Face-nailed vinyl-coated siding is applied conventionally by 
means of a specially coated stainless-steel nail. Available in four colors 
to match siding, the nail blends into the finished exterior. Boise Cascade, 
Minneapolis. Circle 220 on Reader Service card 


Fungus-resistant asphalt shingle, 265-lb. and self-sealing, inhib- 
its the growth of roof fungus (black areas in photo) common in the 


™~ vent pipe 


Vent-pipe shield —fabricated from an all-weather polypropylene 


plastic—prevents roof leaks around vent pipes. It comes in 3" 


and 4" 


sizes for standard pipes but is flexible enough to fit irregular pipes. 
Nevco, Troy, Mich. Circle 221 on Reader Service card 


Wood-grain steel siding is 
coated with a fire-baked acrylic 
enamel so surface will not blister, 
crack, chip or discolor. It carries 
a 20-year guarantee. Offered in 
choice of white, sandalwood, or 
light green. U.S. Aluminum, 


Hail-damage warranty guaran- 
tees the base material of three 
siding lines for a quarter of a cen- 
tury. The guarantee—an indus- 


cites the sidings’ ruggedness and 


South. A patented mineral granule is what makes it work. In light gray 
and white. Barrett, New York City. Circle 222 on Reader Service card 


OS 


P 


Hardboard siding line comes 
in 16' lengths, and in four widths: 
6", 8”, 914” and 12”, Siding fea- 
tures a two-coat primer—an ofi- 
white oil alkyd—applied by roll 
coater. FHA certifies it for direct- 
to-stud application. U.S. Plywood, 
New York City. 

Circle 226 on Reader Service card 


112 


Plastic shutter that looks 
like wood has U-channel box 
frame that prevents bending and 
twisting. It snaps onto metal clips 
on a spacer band that fastens to 
any exterior surface. In white, 
black, and green. H C Products, 
Princeville, III. 

Circle 227 on Reader Service card 


dent resistant qualities. Masonite, 
Chicago. 
Circle 225 on Reader Service card 


Franklin Park, Ill. 
Circle 224 on Reader Service card 
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Protective film shields surface of Tedlar-coated aluminum siding dur- 
ing shipping and installation, and then peels off. Siding remains un- 
marred, eliminating two to three hours of clean-up time. Alsco, Akron, 
Ohio. Circle 223 on Reader Service card 
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Let Rangaire clear the air— 


—as to what women want in a range hood. When you we are of our own, and never let a builder down. And 
install a hood, you want it to work, be quiet, and look that's saying a lot, because we build a lot of range 
good — to harmonize with kitchen decor. A hood that to be sure of hood quality, and of your 
causes call backs and customer dissatisfaction can be satisfaction, be sure to specify Rangaire. 
the most expensive hood you ever installed. Rangaire 
builds range hoods that work — you can rely on it 


And, they're beautifully styled, besides being made RANGAIRE CORPORATION 


to last. We try to be as careful of your reputation as Roberts Manufacturing Division * Cleburne, Texas 76031 
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Consultron 1967 
has more answers than ever. 


And that might surprise the 2,000 builders who've 
received more than 3,000 reports in the past three years. 

But now, we've added a one-year self-correcting 
market forecast for more than 150 key metropolitan 
areas. 

Plus 600 new house plans providing a total of almost 
2,000 sales-proven home designs. 

Plus even faster service to help get your project off 
the ground in plenty of time. 

Naturally Consultron also offers the same valuable 
building guides as always. It will advise you on the best 
price range and appropriate house styles, and provide 
a complete operating budget and advertising and 
promotion schedules. It will, in addition, tell you popula- 
tion changes, home construction figures, and other 
vital data for your area. 

If you're building apartments, the report will rate the 
building site, and the market for apartments. It will 
also project your returns, and provide a guide for 
architectural design and a promotion plan. 

In these tight money times, it's especially important 
to get sound advice for your building projects. 
Consultron will provide it. All you have to do is answer 
a few simple questions on a Consultron data card 
available from your Barrett Representative. Our 
IBM 1401 computer will take it from there. 


Building products 

for home & industry: 

Acoustical Materials 

Ceilings 

Gypsum Products 

Insulations 

„Paving Materials 

Plastic Pipe 

Protective Coatings 

DU Systems 
eathing 

REET a 
iding 
IVI StON Urethane 
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RANGAIRE HEATING /AIR CONDITIONING DEALERS 
DO YOUR JOB RIGHT...THE FIRST TIME 


our quality product is backed by our dealers' quality 
ot call your Rangaire dealer for 

ditioning sy from 15,000 

ties. Ask him about good 

blend condensers, too, that 

exteriors to beautify 


omplete, 
. Even though Rar 
among the finest available 
name in the busine 
work harder and lon 
appreciate this extra care 
3t peace of mind when 


Write for complete information and the dealer in your area 


RANGAIRE CORPORATION 


ELL INDUSTRI DIVISI 


shade. Virden, Cleveland. Circle 209 on Reader Service card 
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Luminous wall bracket with 
opal glass—for entryways, cor- 
ridors, and stairways fits flush 
against wall with no bracket ex- 
posed. Fixture takes two 75-watt 
lamps. Art Metal, Cleveland. 

Circle 211 on Reader Service card 


Wall fixture for atmospheric 
lighting contains two-light can- 
delabra base and is offered in a 


NEW PRODUCTS 
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Indoor-outdoor floodlight for 
illuminating small areas uses 250- 
watt, single-ended quartz lamp. It 
is equipped with stem for 
mounting on conventional boxes, 
Crouse-Hinds, Syracuse, N.Y. 

Circle 210 on Reader Service card 


Lighted street sign illumi- 
nated by a long-life traffic-signal 
lamp is adaptable to existing pole 


Wrought-iron chandelier blends with rough-textured masonry walls 
and Italian, Spanish, or Moroccan decor. The five curved arms that sur- 
round the stem hold three-light, cluster candelabra under each scalloped 


sizes. The street names on all four 
surfaces are factory-applied. E. 
W. Bliss, Canton, Ohi 
Circle 213 on Reader 


New literature 


choice of black or florentine white. 
Bracket dimensions: 842” wide, 
13%” long, EJs, Los Angeles. 

Circle 212 on Reader Service card 
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NEW! Complete 
Decorator Stair Package 


Never before have you had such complete flexi- 
bility, architectural beauty and ease of installation 
in a spiral stairway. You get custom beauty ... 
without a custom price tag! The rich, wide oak 
treads are supported on handsome gold anodized 
tubing. The entire Spira-Stairs unit is suspended 
from its own structural steel ring assembly, making 
it independent of walls for side support and assuring 
design freedom at both floor levels. The eye-appeal- 
ing spiral can run clockwise or counterclockwise. 
What's more, the basic spiral design itself saves 
valuable floor space in many planning situations. 
Write today for complete details. 


PEASE W00DWORK COMPANY 


900 Laurel Ave., Dept.H-17, Hamilton, Ohio 45012 


117 


NEW LITERATURE 


For copies of free literature, circle the indicated 
number on the Reader Service card, page 113. 


RESIDENTIAL HINGES. Full-color informa- 
tion sheet spotlights four new hinge finishes 
—antique bronze, brass, and copper; and stat- 
vary brass—available with manufacturer's full 
line. Stanley Works, New Britain, Conn. Circle 
345 on Reader Service card 


WOOD SECTIONAL GARAGE DOOR. A new 
single-car overhead door that combines classic 
door design with low price is described in a 
product sheet. Door is four panels wide, four 
panels high, and is available in heights rang- 
ing from 86" to 9/7", Rowe, Galesburg, III. 
Circle 381 on Reader Service card 


STAINLESS-STEEL SINKS. Full-line catalog 
enumerates the advantages of sinks made of 
20- and 18-gauge steel with emphasis on man- 
ufacturer's self-priming system. Listed: full 
range of sizes, finishes, and prices. Jensen- 
Thorsen, Addison, III. Circle 353 on Reader 
Service card 


SUSPENDED CEILINGS. Illustrated brochure 
tells how to install ceilings, and includes fea- 
tures, specifications, and price Artcrest, 
Chicago. Circle 354 on Reader Service card 


INDOOR /OUTDOOR WIREWAY. A new wiring 
raceway available in both indoor and rain- 
tight construction is explained in a product 
bulletin. Indoor version is offered with either 
hinged or screw-type covers and is completely 
open for quick "lay in" wiring. Auxiliary wir- 
ing gutters for outdoor use have welded-on 
tops with deep overhanging flanges and slip-on 
removable covers for easy installation. For 
commercial use. General Electric, Plainville, 
Conn. Circle 313 on Reader Service card 


UTILITY TUBS AND SINKS. A line of wall- 
hung utility sinks made of “molded gran- 
itine"—a combination of finely ground lime- 
stone, glass nylon fibers, china clay, and a 
polyester resin binder—are spotlighted in an 
illustrated catalog. Chicago Granitine, Chicago. 
Circle 314 on Reader Service card 


PAINT ROLLERS. How to use paint rollers 
is the subject of a comprehensive technical 
manual with diagrams. Includes a guide to 
the selection of proper paint-roller equipment 
for more than 30 specialized coatings. E Z 
Paintr, Milwaukee. Circle 319 on Reader 
Service card 


CABLE LAYER. A trenching machine that 
buries utility cables in a single operation is 
described in a new catalog. Trench width 
and depth are pre-selected. Top speed is 21 
feet per minute. Challenge-Cook, Industry, 
Calif. Circle 320 on Reader Service card. 


MONOLITHIC SUSPENDED CEILINGS. Basic 
data for metal lath-and-plaster suspended 
ceilings is presented in a specification bulletin. 
Metal Lath Assoc., Cleveland. Circle 321 on 
Reader Service card 


TINTED GLASS. Comprchensive 38-page re- 
port enumerates advantages of and recom- 
mendations for using the glass. Included: edge 
standards, handling instructions, and how to 
cut and glaze with proper equipment. Pitts- 
burgh Plate Glass, Pittsburgh, Circle 322 on 
Reader Service card 


ELECTRONIC DIMMER SWITCHES.  Opera- 
tional, application, and ordering information 
on a full line of 600-watt, 1500-watt, and 
2000-watt incandescent dimmer switches is 
contained in a four-page brochure. Ideal, Syc- 
amore, Ill. Circle 307 on Reader Service card 


WOODGRAINED PANELING. How to mix 
and match colors with woodgrained paneling 
is shown in a 12-page, full-color folder. In- 
cluded: how to measure a room for panel- 
ing and how to install it. Masonite, Chicago. 
Circle 308 on Reader Service card 


GYPSUM PLASTER SYSTEMS. Specifications 
and application details for quick-drying 
systems that use a minimum of materials 
are included in an eight-page brochure. Both 
one-coat and two-coat systems and a new 
development in radiant-heated ceilings are 
covered. Georgia-Pacific, Paoli, Pa. Circle 309 
on Reader Service card 


CONCRETE SEALANT. Information sheet 
describes sealant with vinyl styrene-butadiene 
base that dries in less than one hour. For ex- 
terior and interior applications, Speco, Cleve- 
land. Circle 300 on Reader Service card 


EARTHTONE FLOOR TILE. Extruded natural 
clay tile in four earthtones and several 
patterns is displayed in a four-page brochure. 
For residential or commercial applications. 
U.S. Ceramic Tile, Cantori, Ohio. Circle 301 
on Reader Service card 


FASTENER GUIDE. Compact desk guide for 
use in drafting rooms and construction field 
offices illustrates typical applications for a 
complete line of suspension fasteners, used 
by electricians, plumbers, lathers, acoustical 
and sheet-metal workers, with static load ca- 
pacity for each. Fastway Fasteners, Lorain, 
Ohio. Circle 302 on Reader Service card 


CUPOLAS AND WEATHERVANES. Complete- 
line catalog with scale drawings contains 
installation. tips for cupolas as well as in- 
stuctions on how to use them as attic ven- 
tilators during the summer and to solve con- 
densation problems in the winter. Specifica- 
tion chart summarizes four- and six-sided, 
straight- and curved-roof models. Stephenson, 
Cleveland. Circle 304 on Reader Service card 


KITCHEN CABINETS. Product sheet with 
specifications covers a complete cabinet line 
including combination units as wide as 96". 
International Paper, Portland, Ore. Circle 305 
on Reader Service card 


MASONRY SAWS AND BLADES. Completc- 
line catalog illustrates and describes three- 
and five-hp models as well as compact 1⁄2- 
and 2-hp units. Also: cup wheels, raised 
hub disks, rubbing bricks, and color-coded 
diamond, safety, and abrasive blades. Target, 
Ex City. Circle 306 on Reader Service 
cara 


ALL-PURPOSE ADHESIVES. Four-page bro- 
chure describes full-adhesive-line applications 
including aluminum to paper honeycomb 
and fiberglass foam insulation to wood, alu- 
minum, galvanized steel, and concrete, Rob- 
erts, Monrovia, Calif. Circle 315 on Reader 
Service card 


HYDRONICS HUMIDIFIER. Bulletin on a 
humidifier designed for homes heated by hot 
water or steam tells how to size a house for 
humidification and install the unit. Specifi- 
cations included. Research Products, Madison, 
Wis. Circle 316 on Reader Service card 


STRUCTURAL CLAY BRICK. Brick finished 
on both faces and available in several colors 
is recommended for through-wall construc- 
tion in either load-bearing or curtain-wall 
designs. Drawings in a 16-page, full-color 
brochure show dimensions, and details for 
joints, junctions, pilasters, sash openings, and 
anchoring. Harbison-Walker, Pittsburgh. Cir- 
cle 317 on Reader Service card 


GARAGE GUIDE. How to plan a garage for 
utility and convenience is detailed in a pocket- 
size booklet. Items: how long and how wide 
to make a garage; how to add a children’s 
playroom to a new or existing garage; how 
to plan for extra space; and how to lay out 
and build a driveway. Twenty pages, in color. 
For a copy, send 35¢ to: Crawford Door 
Co., 4270 High Street, Ecorse, Mich, 


SIDING SHINGLES. Illustrated manual gives 
step-by-step directions for applying mineral- 
fiber shingles to both old and new walls. 
Mineral Fiber Products Bureau, New York 
City. Circle 318 on Reader Service card 


DECORATIVE PANELS. How to install fili- 
gree hardboard panels as room dividers and 
screens is explained in a technical bulletin. 
Includes cutting and working data, finishing 
information, assembly instructions, and fram- 
ing details. Masonite, Chicago. Circle 310 
on Reader Service card 


FASTENERS. Twelve-page catalog describes 
and illustrates a full line including self-d 
screws, drywall screws, roofing and siding 
fasteners. Applications and features are de- 
tailed in drawings. Parker-Kalon, Clifton, N.J. 
Circle 311 on Reader Service card 


METAL MOLDINGS. Comprehensive 36-page 
catalog summarizes dimensions, price infor- 
mation, and descriptions of broad line of 
metal moldings. Also includes manufacturer's 
suspended ceiling system. Kinkead, Chicago. 
Circle 312 on Reader Service card 


CAST-IRON TUB. Product sheet lists features 
of enameled cast-iron tub with dimensional 
sketches of top, side, and front. Includes 
choice of colors, shipping data, and rough-in 
measurements, Mansfield Sanitary, Perrys- 
ville, Ohio. Circle 330 on Reader Service card 


CONCRETE JOINT DESIGN. Comprehensive 
72-page brochure—with detailed drawings and 
photographs—outlines design concepts and 
construction methods for monolithic concrete 
jo Ceco, Chicago. Circle 331 on Reader 
Service card 


ELECTRIC BLAST COIL HEATER. Folder de- 
scribes heater construction and built-in fea- 
tures. code requirements that affect 
heater installations. Industrial Engineering and 
Equipment, St. Louis. Circle 333 on Reader 
Service card 


PROPELLER FANS. Twenty-page guide pre- 
sents full-line of ventilating and air-condition- 
ing fans, available with belt or direct drive. 
Capacities range from 288 to 53,300 cfm. ILG 
Industries, Chicago. Circle 350 on Reader 
Service card 


ILLUMINATED CEILING. Ceiling system needs 
only 8” plenum for even ceiling brightness 
even when lamp spacing is on centers up to 
64". Opal-prismatic or open-louver lighting 
panels may be used. A bulletin gives selection 
data and specifications, J. A. Wilson Lighting, 
Erie, Pa. Circle 341 on Reader Service card 


FIRE-RATED WALLS. Extensive design manual 
examines performance of a wide selection of 
tested gypsum assemblies. Easy-to-read tables 
illustrate sound-transmission-loss ratings, thick- 
ness, and weight. Forty-two pages. Gypsum 
m Chicago. Circle 342 on Reader Service 
card 


FLOOR MATTING. Full-line catalog describes 
and illustrates custom mats, runner mattings, 
and stair treads. Includes ordering informa- 
tion. International Rubber, Boston. Circle 346 
on Reader Service card 


HOUSE & HOME 


A New Kitchen Design Guide in Sweets. 


See Section 12 of your 1967 Sweet's Light Con- 
struction Catalog File. 

This new, 32-page Guide will help you plan 
kitchens that sell houses. Nine major subjects are 
covered in useful detail: 

Basic planning—of U-shape, L-shape, Corridor and 
Island kitchens. 

Available equipment, cabinets, and appliances. 
Countertops—by design, use, and materials. 
Flooring—by design, use, and materials. 

Lighting systems—types, locations and intensity re- 
quirements. 

Ventilation systems and locations. 

Period stylings—Early American, Modern, Mediter- 
ranean, and French Provincial. 


JANUARY 1967 
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Accessories to complement the basic compo- 
nents of your model kitchens. 

This valuable addition to your Sweet's File was de- 
veloped by George Tsuruoka, AIA, well-known 
leader in the house design field and a First Award 
winner in the recent Construction Industry Adver- 
tising and Product Literature Competition. 

The Guide is intended to speed and simplify your 
design work, and make this part of your job more 
profitable. Why not check your Sweet's File now? 
And tell us if the Guide is as useful to you 
as we think it is. Sweet's Construc- 
tion Catalog Services, F. W. Dodge 9p 
Co., McGraw-Hill, Inc., 330 West SN 
42nd Street, New York, N. Y. 10036 


Sweet's Pays. 
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When it comes to moving your 
units today, you need all 
the help you can get. 


Thats where 
we come in 


Yes, these days homes and apartments take a lot of selling. Caloric = 5 ~ 
y p - TO: Mr. Roy Klein, President, Caloric Sales Corp. 

Wyncote, Pa. 19095 
Dear Roy: I could use some hot sales right now. Rush details 
on how you can help me turn prospects into customers. 


understands this—and gives you a hand . . . with exceptional kitchen 
appliances and gas ranges (such as the Caloric 75) featuring our unique 
Ultra-Ray® Broiler. This is the one that gives faster, cleaner, better-tasting 
broiling. What's more, Caloric does more than just talk for you 


prove the story! That's right—with Caloric's CUB, a new Portable Ultra- 
Ray Broiler, you can put on a sales-clinching show of cooking taste and 


CITY. STATE AIP 
convéhience that works like nothing else! 


There's more, too: our exclusive 3-year or 3,000-meal warranty, Caloric 
styling and color in a complete design program, a full line of kitchen 
products. So use Caloric help now—just the salesmen to close the deals! 


® Caloric Corporation 
Topton, Pa. 
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Gas Ranges Built-in Units Kitchen Hoods + Dishwashers · Food Waste Disposers + Color-coordinated Sinks - Outdoor Gas Grilles - Convenience Caddies 
Circle 31 on Reader Service Card 
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Dramatic accent om Blue Delft 
to Danish Modein the new | 


make luxury practic st part of 
our complete package of heat, 
light, air and sound products for 
today’s homes. See th 
Emerson Electric supplier. 


em at your 


Luxury Gomes ea With 
i Emerson Electric Lighting. 
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; EMERSON eS ELECTRIC 


| / BUILDER PRODUCTS DIVISION 
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